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Over *11,000 average 
for past five years 


F, J. O’Brien, Vice-President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 
Aites ger —— As I look back over the many years I spent in the 
ee an ww od teaching profession I am happy that I took the advice 
pi gina Ne on = of a Franklin Life representative and started selling 
vale’: ana’ saab ae for the “Friendly Franklin,” as a part time agent. I 
pve and Air Forces quickly saw that I would be able to provide for my 
Jala bs Ghee decided family the many things that a good income would 
5 ei ROR in give, so I was soon selling full time. 
business of selling I spent 19 years teaching and 5 years with the Army 
Franklin Life “exclusives.” and Air Forces. After discharge with the rank of Lt. 
At the close of his military Colonel, in 1946 I started back in insurance with the 
career in 1946 his full time best company of all— the Franklin Life. My income 
sales activities commenced. began to increase rapidly, and with the cooperation 
Here is the record of his of the Home Office, and our wonderful exclusive sav- 
cash earnings since ings programs, I have averaged better than $11,000 
that time: for the past five years, 
1946... $ 5,306.76 With the Franklin, there is no limit to what a man 
1947... 9,096.13 can build. Our attractive contracts and sales aids 
1948... 12,137.73 help the field man to forge ahead. The inspiration one 
a tee Pye er receives in attending the super Franklin conventions, 
1951... 1343131 and the constant interest shown in field men by 
, President Becker and other Home Office executives 
will always be a spur to higher goals. 

I enjoy the many opportunities of my work, I have 
qualified for many of the Franklin clubs and am 
iad proud of belonging to the exclusive Sixty 

ub. 


JOHN A. SIMPSON 


Sincerely, 


John A. Simpson 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
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All Ralph Maxwell* needed was time. 
He needed time to succeed in his promis- 
ing business career — time to build up 
the income required to provide the things 
in life he wanted for himself and his grow- 
ing family. 


But he knew that it was the one factor 
in his plans over which he had no control. 
Furthermore, he knew that without suffi- 
cient time, he wouldn’t be able to assure 
even minimum security for himself and 
his loved ones. 


Fortunately however, he came to real- 
ize that there is a way to buy a financial 
substitute for time in the pattern of a 
man’s life. It is through life insurance. 
So, in 1946 Ralph Maxwell took the im- 
portant step of organizing the life insur- 
ance he owned. He created his Planned 
Estate. From that moment on he was 
guaranteed the time he needed. 


Mr. Maxwell prospered in business as 
the years passed, and he was able to offer 
his family more of the good things of life. 
Wisely, he devoted increasing amounts of 
his income to life insurance protection — 
adding to his original Planned Estate so 
that if he died prematurely there would 
be an adequate amount of replacement in- 


come to pay the bills for his family’s 
growing needs. 


But early in 1952, tragedy came to the 
Maxwell family. Ralph Maxwell and his 
wife were killed in an airplane crash. This 
fatal accident was the unpredictable event 
that Ralph Maxwell had provided for. 
His Planned Estate thus went into action 
to substitute for “time” in the fulfillment 
of his plans for his two schoolgirl daugh- 
ters — the time his own life span had de- 
nied him. 


As a result of their father’s loving 
foresight, the two orphaned girls are 
guaranteed an income that will see them 
through school and college. When each 
reaches 25 and 40, additional principal 
amounts will be available. 


A Friend’s Help Was Invaluable 
Ralph Maxwell deserves great credit for 
his wisdom and foresight. But a good 
friend played an almost equally valuable 
part in developing the plans he had made. 


Mr. Maxwell had been fortunate in know- 
ing Stan Cundey, whose experience as a 
Field Underwriter guided his decisions in 
creating and expanding his Planned Es- 
tate. It was Stan who had caused Ralph 
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He Bought “Time” 


..in Time 


Maxwell to recognize that someone always 
pays for the life insurance that is needed 
whether it is purchased or not, and that 
paying the premium really isn’t the prob- 
lem but the solution to the problem. Be- 
cause he paid the premiums, his children 
have their inheritance of security and 
opportunity. 


It was in good part due to Stan’s friend- 
ly counsel that Mr. Maxwell left a well- 
planned life insurance estate. More im- 
portant, it was Stan’s years of experience 
as a Home Life Field Underwriter and 
his faith in life insurance that assured the 
most useful application of life insurance 
benefits to provide the income needed for 
the two children. 


For Field Underwriters like Stan ‘Cun- 
dey, life insurance counsel implies a defi- 
nite philosophy of service. In shaping 
their careers to this philosophy they have 
found the basis for happy, prosperous, 
and successful lives. 


Field Underwriters can indeed be proud 
of their work. They are respected for the 
help they offer others. For them, the 
miracle of life insurance is the keynote of 
a worthwhile career. 


*In this true story from our files, the client is not pictured, nor is his name used. 





HOME LIFE 


INSURANCE COMPANY 
New York 
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Davidson Advises 
Companies fo Sell 
Themselves to Field 


Agents Would Like 
to Be Consulted on 
Rate, Form Changes 


A strong recommendation that com- 
panies examine their programs of re- 
lationship with their agents was made 
by William D. Davidson, Equitable So- 
ciety, Chicago, in the discussion of that 
subject during the Life Insurance Assn. 
of America spring meeting at Hot 
Springs, Va. 

Mr. Davidson is a trustee of the Na- 
tional Assn. of Life Underwriters but 
was speaking as an individual. 

Mr. Davidson said that among agents 
a good deal of misunderstanding and 
lack of appreciation exists regarding 
what their benefits are under their 
agency contracts and it seems as if life 
companies have not done as good a job 
as they might have in selling the agents 
on that score. 

Calls It a Fine Career 

“To me a life insurance career as an 
agent is a fine career for public service, 
to establish a business of my own and 
establish a business with a substantial 
income but apparently that is not 
enough,” he said. “The agents need to 
be sold and have it explained to them 
what benefits they have available.” 

Some of the symptoms of unrest in 
agency ranks are an_ indication of a 
lack of the right kind of relationships 
between companies and agents, he in- 
dicated. : 

Mr. Davidson’s first suggestion was 
that since the average agent likes to 
feel that he has some dignified means 
of having his viewpoint brought to com- 
pany management, the company could 
well sit down across the table with rep- 
resentatives of the agency force and go 
over with them the policy forms that 
they are going to sell, when changes 
are contemplated. The agent would also 
like to discuss such things as rates and 
it is important to give the agents a feel- 
ing that they have a voice that is heard 
by management. This is not because 
they want to manage or run the com- 
panies, however. 


Group Is Problem 


Mr. Davidson’s other major sugges- 
tion was that because the agent who 
writes personal business is the backbone 
of any company, those companies who 
write group insurance should seriously 
consider the amounts and types of group 
that they issue. He told of a man em- 
ployed by a meat packing company who 
earns $9,000 a year and has $40,000 of 
group life insurance. Mr. Davidson has 
three vice-presidents of this firm as cli- 
ents and they feel that the group life 
plan is a bad one in that it lulls so many 
into a false sense of security as to their 
coverage. Even though retiring execu- 
tives get paid up insurance for one- 
quarter of their previous coverage they 
still end up with inadequate insurance. 

“If these personal coverages are 1m- 
portant, then it is important to examine 
the situation of the agent who is servic- 
ing that business,” said Mr. Davidson. 
“In my 19 years in the business I have 
had to do a continuously increasing 

(CONTINUED ON PAGE 24) 


Executives Level 
Wrath at Expense 
Voucher Controls 


The expense voucher problem drew 
considerable discussion of its vexatious 
complexities during the time devoted to 
talking about revision of the New York 
expense limitation statute during the 
Life Insurance Assn. of America meet- 
ing at Hot Springs, Va. Manager 
Bruce E. Shepherd of L.I.A., acting as 
moderator, mentioned the difficulty in 
administration in connection with vouch- 
ers, particularly the difference in effect 
on New York domiciled companies and 
out-of-state companies. 

President Frederick D. Russell of Se- 
curity Mutual Life of Binghamton, N. 
Y., said that companies can reimburse 
a general agent for certain expenses but 
only if there are proper vouchers. He 
said that some years ago the examiners 
were rather lenient in interpreting the 
law on this point but that when former 
Superintendent Robert E. Dineen went 
into office he laid much stress on vouch- 
ers and directed department examiners 
to pay close attention to them. 

Citing a typical case of how strictly 
the voucher rule is applied, Mr. Russell 
said that the company can permit a 
general agent to have a luncheon for 
his agents but he must get the home 
office’s permission in advance. Then he 
must get from the restaurant a receipt 
listing who was there and the home 
office must verify this. In one case a 
general agent had to turn back $2,500 
because he couldn’t prove that he had 
spent money for luncheons that he 
claimed he had. They were cash trans- 
actions and the restaurant managers 
couldn’t be certain of the dates because 
the time that had elapsed. 


Problem Less for Outside Companies 


Mr. Russell said the companies doing 
business in New York but not domi- 
ciled there haven’t the problem because 
the New York departments examining 
staff isn’t big enough to participate in 
zone examinations. 

President Richard Rhodebeck of 
United States Life said that if the life 
insurance industry will get together “we 
can accomplish something in the be- 
ginning of 1953” in getting section 213, 
the expense limitation law, ‘ changed. 
He favors a complete new article in 


the law rather than attempting to 
amend present section 213. 
Mr. Rhodebeck also stressed the 


voucher problem, saying, “we want per- 
mission to pay the general agent what 
we think he is worth without policing 
him.” 

Mr. Rhodebeck also said that the 
smaller companies want freedom to open 
general agencies on the same basis as 
managerial companies, removal of the 
handicap resulting from relating ex- 
penses to amount of insurance in force; 
and increasing the small-company al- 
lowance so that it would not disap- 
pear by the time a company reaches 
$500 million in force. 

President M. Albert Linton of Provi- 
dent Mutual Life said that section 213 
could be changed either by amendment 
or by a new article but said that if there 
is to be any chance at all of getting 
legislation in 1953 it must follow along 
the lines of what has already been 
worked out, since there is no time to get 
off into any new approach. 

President William J. Cameron of 
Home Life of New York stressed the 
necessity of getting together with the 
insurance department on a program for 
expense limitation legislation. He men- 
tioned particularly the necessity of es- 
tablishing the relative functions of man- 
agement and supervision, saying that 
this is a job that “requires courage.” 


Peerless Control 
of United L. & A. 
Is Challenged 


Despite announced claims that Peer- 
less Casualty of Keene, N. H., has on 
deposit or enforceable contracts for pur- 
chase of a majority of the stock of 
United Life & Accident of ‘Concord, 
N. H., the Chicago investment house 
of A. C. Allyn & Co. is continuing to 
pursue, in behalf of an undisclosed 
client, its efforts to purchase control of 
United L. & A. . 

Dudley W. Orr, an attorney of Con- 
cord and a director of both United 
L. & A. and Peerless Casualty, was 
quoted as saying that Peerless has won 
the control by purchasing 10,300 of the 
20,000 shares of United L. & A. stock 
at $150 per share. He was also quoted 
as saying that the A. C. Allyn in- 
terests could not succeed in getting 
control and he expressed the opinion 
that the offer “is just a spite move.” 

H. F. Henrickson, vice-president of 
A. C. Allyn & Co., has been the offi- 
cial of that firm that has been acting 
in the matter. 


Competition Started May 12 


According to Mr. Henrickson, A. C. 
Allyn Co. started out a number of 
weeks ago to buy control of United 
L. & A. for its client, without knowing 
that Peerless Casualty was also mak- 
ing a bid. It was not until May 12 
when he went to Concord that he 
learned of Peerless Casualty’s interest. 
At that time it turned out, he said, that 
Peerless Casualty had been offering 
$125 for the stock. A. C. Allyn there- 
upon offered $150 and Peerless raised 
its offer to the same level. The A. C. 
Allyn client started out with a block of 
6,458 shares. 

The A. C. Allyn offer, which is con- 
tingent on getting at least 10,001 shares, 
is now at the rate of $187.50 per share. 

On May 28 A. C. Allyn wired United 
L. & A. stockholders, suggesting that 
they withhold action on the sale of 
their stock until they see the “cash 
offer” of A. C. Allyn of $187.50 a share 
“which is being mailed to you tomor- 
row.” 

There was a letter May 21 to stock- 
holders from President John V. Hanna 
stating that the shareholders would 
soon get an offer of $150 a share from 
Peerless Casualty. “You may receive 
offers from other purchasers,” Mr. 
Hanna said in that letter. He went on 
to say that he has agreed to sell his 
stock at $150 and others including 
every other officer have agreed to the 
same plan. 

There has been a great deal of em- 
phasis placed on the fact that under 
the Peerless Casualty ownership the 
purpose is to keep the home office of 
United L. & A. at Concord. 


Offers Highest Price 


“A. C. Allyn & Co.,” Mr. Henrick- 
son declared, “in good faith wants to 
buy United Life & Accident for a client 
who wants the company for good, le- 
gitimate purpose, and is offering to pay 
the highest price that has ever been 
discussed. We have a written repre- 
sentation from our client not to liqui- 
date the company or to remove its op- 
erations from Concord.” 

United L. & A. has about $130 mil- 
lion insurance in force and at Dec. 31, 
the capital-surplus value per share was 
about $130. There are 20,000 shares and 
the capital is $400,000. The company 
has been paying a dividend of $4 a 


year. 
In 1931, a move was blocked to sell 
(CONTINUED ON PAGE 24) 


Variety of Current 
Topics Occupies 
LIA Discussants 


Anderson Notes Danger 
in Small Company 
Investment Plight 


By ROBERT B. MITCHELL 


With the exception of the talk by 
David Sarnoff, chairman of Radio Cor- 
poration of America, all the business 
sessions of the Life Insurance Assn. of 
America’s spring meeting at Hot 
Springs, Va., were devoted to im- 
promptu discussions of current topics, 
with an entire morning being devoted 
to agency matters. 

George L. Harrison, chairman of 


New York Life and president of L.I.A., 
could not be present because of having 
undergone an operation on his knee at 
Johns Hopkins Hospital in Baltimore. 
President Asa V. Call of Pacific Mu- 
tual, a past president of L.I.A., presided 
in his stead. 

Mr. Sarnoff was introduced by Presi- 
dent Charles G. Taylor Jr., of Metro- 
politan Life. 


Sarnoff’s Talk Impressive 


Mr. Sarnoff’s talk reported in last 
week’s edition, made an exceptional im- 
pression on his audience. Unlike many 
prominent speakers from outside the 
life insurance business, Mr. Sarnoff had 
a message of very direct interest to 
the business, for even the application of 
electronic devices already developed 
could effect vast changes in the conduct 
of the life insurance business. There 
were quite a few questions following his 
talk, but since there were few technical 
experts in the audience the questions 
were not directed to specific application 
of electronic discoveries to life insur- 
ance operations. 

In the discussion of the recent con- 
gressional hearings on requiring S.E.C. 
registration of private placements, B. 
M. Anderson, vice-president and coun- 
sel of Connecticut General Life, said 
that because the hearings before the 
Heller subcommittee went so well for 
the life companies there is danger of 
complacency. He said the plight of the 
smaller life companies in not being able 
to get a reasonable share of the high- 
yield securities of larger corporations 
could lead to retaliatory legislation or 
other restrictive measures. Mr. Ander- 
son expressed confidence that the Heller 
committee will leave the law as it is 
but that if it doesn’t, then Congress 
will see that no change is made. 

Robert B. Patrick, financial vice- 
president of Bankers of Iowa, said that 
the method of distribution is not the 
main point, which is who gets the se- 
curities? Bankers have no complaints, he 
said, but there are some long-range 
questions that have to be answered. 
The problem is one of uneven compe- 
tition, he said. Also, companies tend to 
take more of a loan than they’d like 
because it may be a while before the 
company gets a chance at another. Re- 
gional patterns of investment appear to 
be developing, he said, though not 
among the larger companies. 

Mr. Patrick pointed out that there 
are precedents for states prohibiting or 

(CONTINUED ON PAGE 24) 
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F ighting Ewing 
Not Enough, Says 
Hospital Researcher 


The fight against the plans of Oscar 
Ewing, federal security administrator, 
has been a waste of time in that it 
has been negative rather than positive 
action, Harry Becker, associate direc- 
tor of the Commission on Financing 
of Hospital Care, declared in a talk be- 
fore the Health & Accident Underwrit- 
ers Conference at Denver. He indicated 
that instead of the anti-Ewing battle 
work should have been going on toward 
building a program that doctors, insur- 
ance companies and hospitals could have 
taken part in to solve the problems of 
financing hospital care. 

Mr. Becker, who is former insurance 
director of U.A.W.-CIO, explained that 
the organization he now represents con- 
sists of 34 persons representing a cross- 
section of doctors, insurance companies, 
hospitals, Blue Cross, industry, etc., to 
establish a “road map” of the hospital 
financing field. He said that after a sift- 
ing, the commission has come up with 
four study areas. First priority is given 
to pre-payment of insurance for hospital 
care. This is followed in order. of 
priority by elements of hospital cost 
and factors affecting them; how to fi- 
nance hospitalization for persons with 
little or no income, and hospital-doctor 
relationships. 

Mr. Becker would like to see “pre- 
payment” for hospitalization applied to 
90 to 95% of the population in the next 
10 years. He indicated that the com- 
mission and the companies are both try- 
ing to find ways to use the insurance 
principle to combat the economic im- 
pact of accident and sickness. Those 
on the commission are agreed govern- 
ment should be employed in the prob- 
lem only when the need cannot be met 
through other devices. 


Labor Thinking Similar 


Mr. Becker indicated that there are 
many areas of similarity in the thinking 
of the companies and labor on A. & H. 
problems. Most of the differences arise 
in the degree of how certain things 
should be done. 

He feels that the commission may 
prove to be one of the most significant 
developments in financing hospital in- 
surance and pointed out that the idea 
was originally that of American Hospital 
Assn. He said that a new public under- 
standing and awareness of “pre-pay- 
ment” will come out of the commission’s 
report. 

Not as much progress in “pre-pay- 
ment” is being made as needs warrant, 
Mr. Becker is certain. He asked the 
company men if they were doing enough 
to put out “adequate benefits.” Judging 
by the increase in population, adequacy 
of benefits, needs of an aging population, 
relation to consumer income, achieve- 
ment in the area may not be nearly so 
great as some think. 

Another of Mr. Becker’s goals is the 
development of more uniform hospital 
contracts. In Detroit, he reported there 
are 200 insurance companies writing 
hospital business, all of them offering 
different contracts and said that this 
is confusing to the public and to the 
hospitals. He recommended a central 
agency for a better approach to this 
problem. 


Ohio State Managers Meet 


Ohio State Life held an agency man- 
agement conference at the home office 
for agency heads from six states under 
direction of Warren F. Howe, superin- 
tendent of agencies. An agency expan- 
sion plan was the subject of the pro- 
gram. 





The annual spring meeting of Actu- 
arial Club of Pacific States was com- 
pleted at San Diego. The opening ses- 
sion was a joint meeting of actuaries 
and home office underwriters. 


W. P. WORTHINGTON DESCRIBES METHOD 





“How-Are-You-Doing?” Interviews with 
Agents Help Them Realize Potentials 


NEW YORK-—Both in stimulating 
agents to reach their maximum poten- 
tials and in keeping 
good men from be- 
coming disaffected 
and drifting out of 
the agency and per- 
haps out of the 
business, there is 
nothing so impor- 
tant as the mana- 
ger’s having a “how 
are you doing?” in- 
terview with each of 
his agents at peri- 
odic intervals, ac- 
cording to William 
P. Worthington, 
executive vice-pres- 
ident of Home Life of New York. 

Home Life has laid great stress on 
this procedure in its managerial opera- 
tions and it has paid off so well that 
THE NATIONAL UNDERWRITER asked Mr. 
Worthington for detailed information 
about it. 

“The typical situation that calls for 
this procedure,” Mr. Worthington ex- 
plained, “is this: when a new field 
underwriter joins the agency he gets a 
lot of attention, training and directions. 
Then, as more new field men are added, 
the former new field underwriter may 
begin to feel that management’s atten- 
tion is being concentrated elsewhere and 
that he is supposed to shift pretty much 
for himself.” 

The answer to this, Home Life has 
found, is for the manager to make sure 


W. P. Worthington 


_agent the manager must forget about 





Northwestern Natl. 
Resumes Writing 
Group Casualty 


Northwestern National Life recently 
resumed writing group casualty after 3 
five-month moratorium during which ag 


not necessarily identical with those of 
the manager or the agency. The man- 
ager may be out to achieve a certain 
volume, to beat a traditional rival, or to study was made of the company’s ex. 
attain a personal goal, but if the man- perience in the field. As a result, th 
ager is realistic he must recognize that casualty business is being written . 
these objectives are of extremely limited substantially increased rates with major 
interest to the agent as stimuli toward changes in underwriting and adminis- 
more effective efforts. trative procedures. 
Forget About Own Goals The group department is NOW manned 
by Harlan F. Wheeler, group manager 
This means that in talking with the and James Devitt, group secretary. Mr. 
Wheeler has been with the company 
since 1938 and headed the group life 
operation for a number of years prior 
to 1948 when he became regional group 
manager at Minneapolis. Mr. Devitt has 
been in the group casualty division for 
two years. 


his own goals and concentrate on finding 
out what the agent wants to achieve 
and then sharpen up those objectives 
for him and show him how he can 
achieve them. It may take quite a lot 
of conversation and tactful questioning 
to find out what the agent would like 
to attain that he cannot now get on Macken, Ling Promoted to 


his present production volume but which is ee 
he could get if he stepped up his sights Top Actuarial Positions 
Woodmen of the World has promoted 


to a level that he seems capable of 
Daniel D. Macken, Jr., assistant actuary, 


achieving. | : 
This may sound like an easy job for tis’ entails 
ceed George S. 


the manager, but actually it is extremely 

difficult for many agency heads, particu- ; é 

larly those of the dynamic type who — — pool and 

have been highly successful personal a a 

producers, to sit still and listen while greg Wood 

an agent talks himself out. cided shake cea 
The manager may believe he has the department, to as- 

sistant actuary. 





answer to the agent’s problem before 


the agent has really thoroughly brought The appoint- 
it out into the open but even so the nena sak the 
boss-man must resist the natural human , = a 

SS : 62nd = anniversary 


tendency to jump in and toss off what 


that he takes a genuine personal interest seems like a pat answer. 
in the success of all his agents, and that 
means success in terms of the agent’s 
own interests and objectives, which are 



















Kentucky and the 


Commonwealth 


Kentucky means a great deal to Commonwealth Life, 
for it is our home state and our best customer. 


And Commonwealth means a great deal to Kentucky, 
too. Kentuckians demonstrated their confidence in 
Commonwealth last year by purchasing more industrial 
and ordinary life insurance from us than from the next 
two leading companies combined. 


This confidence is further pointed up by the fact that 
Commonwealth’s 1951 increase in industrial and ordi- 
nary insurance in force in the state of Kentucky was 
25% greater than the combined increase of the second 
and third ranking companies. 


INSURANCE IN FORCE, May 1, 1952 — $561,421,254 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © LOUISVILLE, KY. 


“The answer may be an excellent one,” 
Mr. Worthington said, “but if the field 
(CONTINUED ON PAGE 22 


of the society. 

Mr. Macken join- 
ed the actuarial de- 
partment in 1946, 
and became assist- 
ant actuary the following year. He was 
formerly a consulting actuary, and spe- 
cial agent FBI. 


Ind. Supreme Court Holds 
Up Midwest Receivership 


Receivership action against Midwest 
Insurance Co., Indianapolis, an Indiana 
“charter” company which the insur- 
ance department claims is insolvent, was 
temporarily blocked when the state 
supreme court issued a writ of prohibi- 
tion against a hearing set for June 4 
by the Marion county superior court. 

Attorneys for the company contended 
that the county court is without jurisdic- 
tion. The writ of prohibition forbids 
that court from taking any action on 
appointment of a receiver until a hear- 
ing on a permanent injunction, set for 
June 14. 

A woman accident claimant had asked 
for receivership, alleging that the com- 
pany has refused to ‘settle her claim. 
The Indiana department, which was 
allowed to enter the case, charged the 
company is insolvent and has_ been 
forced to pay some claims on an install- 
ment basis. 


N.A.L.U. Offers Aid in 
Railroad Retirement Study 


WASHINGTON—National Assn. of 
Life Underwriters has offered assistance 
to the joint congessional committee on 
railroad retirement in its study of that 
subject. 

Committee sources indicate the N.A. 
L.U. offer will probably be accepted, 
especially with regard to actuarial ex- 
perience or service. 

It has been suggested that a com- 
mittee of three actuaries be set up to 
review the findings of the joint com- 
mittee’s staff and of the railroad re- 
tirement board, which is cooperating in 
the study. 

This committee may be in addition 
to actuaries the committee plans to em- 
ploy to help in its job, if they can be 
found. Committee sources report most 


D. D. Macken, Jr. 
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FRANK LIA. AGENCY SESSION 


Marsh Fears Life Selling Lacks 
Appeal in Today’s Job Market 


By ROBERT B. MITCHELL 


Some very plain-spoken discussion of 
agency problems marked the session 
on this subject held at the Life In- 
surance Assn. of America spring meet- 
ing at Hot Springs, Va. 

As General Counsel Eugene M. Thoré 
of L.I.A. said, the life insurance bus- 
iness is interested in preventing fur- 
ther encroachment of the federal gov- 
ernment into the benefit field. The held 
force, he said, is the life blood of the 
business and the companies would ac- 
complish very little if they talked gov- 
ernment expansion and didn’t stimulate 
voluntary distribution of insurance. 

In introducing the field representa- 
tives, John D. Marsh, general agent of 
Lincoln National Life at Washington, 
and William D. Davidson, Equitable 
Society, Chicago, Mr. Thoré said that 
“they are here because we feel it is 
highly important that the viewpoint of 
the field be known to top management.” 

Mr. Marsh is secretary and Mr. Dav- 
idson a trustee of N.A.L.U. but both 
were speaking as individuals and not 
for the association. 


John Marsh Leads Off 


Mr. Marsh led off by citing figures 
in the May issue of Fortune magazine 
which indicated that the prestige of life 
insurance selling is pretty low in the 
public estimation. Some feel that in 
the last 20 years the agent’s prestige 
has risen to a new high but from the 
article it would seem that it has fallen 
to a new low, he said. 

Mr. Marsh mentioned Fortune's 
statement that college seniors don’t 
want to sell as individuals nor on com- 
mission, and “They detest the idea of 
life insurance selling.” He quoted this 
passage: “The basic antipathy is old 
but in the last few years, when life 
insurance sales soared to an all-time 
high, the status of life insurance selling 
in the colleges sank to an all-time low.” 


Article a Shocker 


“It was kind of a shocker to read 
that article,” said Mr. Marsh. He went 
on to say that his agency had gotten 
no men out of the last two graduating 
classes of Harvard business school and 
that out of 265 men earning $5,000 a 
year or more, whom he had George 
Washington University test for him, 
his agency obtained only five men, of 
whom only three have survived to date. 

Mr. Marsh took a serious view of the 
low earnings of life insurance agents. 

“Take off the top 10% and you will 
be distressed at how little the rest are 
making,” he said. “Life insurance com- 
panies will hire anyone who can get 
a bond and a lot don’t even require 
that.” 

The prospective agent, he said, is 
more alert to opportunities because of 
his higher educational level. It must be 
recognized in recruiting that it is diffi- 
cult to sell life insurance, that it is not 
like selling an automobile or something 
else that a man is going to buy anyway. 


NEEDS STRONG MEN 


Strong men are required in the life 
insurance selling business, perhaps a 
lot stronger than is generally realized, 
he said. Recruits who have grown up 
in the ‘Roosevelt era are not rugged 
individualists, but are looking for secu- 
rity. Another factor is that business ex- 
penses for the new man are far heavier 
than they were in years gone by. 
Lunches for prospects, parking charges, 
wallets for buyers, and the like, all 
run into money. Since he has no re- 
newals, the new man in his first year 








or’ two must earn in first-year com- 
missions alone about what he was earn- 
ing in salary before he went into life 
insurance. It is discouraging to have 
to go into debt and often the mere fact 
of being in debt discourages a man 
so much that he quits. 

Mr. Marsh said that there is need 
for higher commissions. Someone, he 
said, sold the idea that social security 
helps sell life insurance but there are 
85 million people with social security 
and that takes quite a bit of the agent’s 
market. Besides that there are millions 
with national service life insurance plus 
other government protection for men in 
the armed forces and in the civil serv- 
ice, besides corporate pension plans 
and group insurance. It all adds up to 
a highly competitive market, he em- 
phasized. 


Earnings in Other Lines 


In this connection Mr. Marsh quoted 
from the same Fortune article, which 
indicated that salesmen in the food, 
radio, TV, steel, paints and packaged 
foods businesses were averaging $5,500 
to $11,000 after five years in the bus- 
iness, while top salesman’s earnings 
ran as high as $20,000. The averages 
ran much higher for medium and small 
corporations in the home appliance, 
machinery, sportswear, clothing, sta- 
tionery, printing, bathing suits and ex- 
terminating businesses, with averages 
after five years of up to $18,000 and a 
top salesman’s record, which was in 
the sportswear field, of $40,000 a year. 

“I wonder how many of your men 
are earning that kind of money,” ob- 


served Mr. Marsh. 

“That is the market we are competing 
in to hire life insurance salesmen, I 
don’t believe we are fully aware of 
these competing organizations that are 
after salesmen. Usually they must give 
up some fringe benefits to take our 
job. We don’t have spelled out the op- 
portunity for the man to advance him- 
self above the rank of agent, whereas 


other corporations have plans which 
show him that meeting certain per- 
formance standards will 


get him a 
specified advancement.” ; 
Managers’ Earnings Off 


Managers and general agents are not 
making as much money as they used to, 
Mr. Marsh said, and this affects re- 
cruiting because in the old days general 
agents made a lot of money and thereby 
attracted people to the business. He 
pointed out that a $10 million a year 
agency would call for a manager to 
make about $18,000 a year, which is 
not impressive in comparison with what 
men are getting in competing industries. 
making. 

Financing costs are up, because when 
a man was making $150 to $300 a month 
it was not hard to show him how he 
could double his income in life in- 
surance selling, but when the pros- 
pective agent is already making $300 
to $600 a month in his present job 
it is difficult to show him how he can 
make even as much as he has been. 

Referring to the difficulty companies 
are having in getting general agents 
and managers, Mr. Marsh got quite a 

(CONTINUED ON PAGE 23) 








before his eyes. 





The Eyes Have It 


The popular television is full of surprises to the 
producers as well as the audiences, and not the least of 
those surprises is the fact that the program need not 
be spectacular to win large audiences. 
programs are extraordinarily simple presentations. For 
example, the speaker giving a blackboard talk, or rather 
a talk supplemented with the use of a blackboard. Some 
of these make a very quiet appeal, widely accepted. 


It seems to prove that almost everybody likes to see 
what he has just heard. He wants to listen but he 
would also like to see the black and white of it placed 


An underwriter may think that what he says con- 
stitutes the whole story. An underwriter who enjoys 
doodling on paper is merely muttering to himself. But 
the underwriter who uses a pencil on a piece of paper 
to dramatize his salient figures is using a tool to make 
something of great usefulness to the client. It is, there- 
fore, useful to himself. We can see the idea often 
illustrated on the television screen where the most 
successful speakers are not wasting professional effort. 





THE PENN MUTUAL LIFE INSURANCE CO. 
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INDEPENDENCE SQUARE, PHILADELPHIA 
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U. 5. Reinsurance 
Seen Best Answer 
for Service Cover 


L.LA. Participants 
Seek Antidote for 
Kilday Proposals 


Government reinsurance, without 
charge, of the war hazard in life insur- 
ance policies sold to servicemen was 
generally advocated as the best answer 
to the problem posed by the Kilday bill 
to set up, in effect, a special life insur- 
ance company for service men, it was 
brought out at the informal discussion, 
of servicemen’s coverages at the Life 
Insurance Assn. of America meeting at 
Hot Springs, Va. 

Eugene M. Thoré, general counsel of 
L.I.A., acting as moderator, said that 
there was the question whether service- 
men wouldn’t prefer the Kilday meas- 
ure because of the cheaper rates result- 
ing from government subsidy but he felt 
there was a good chance Congress would 
not be interested in passing the Kilday 
bill if it could be assured that service- 
men would get protection through pri- 
vate companies. He said that many 
servicemen would just as soon not have 
their dependents protection handled by 
the government. 


More “Kildays” 


John D. Marsh, general agent of Lin- 
coln National at Washington, said that 
there will doubtless be repeated attempts 
to get bills along the Kilday pattern. He 
urged that the life companies get to- 
gether and draft a bill that would en- 
able them to write coverage on service- 
men under which the government would 
“pick up the check” for the war hazard. 
He pointed out the extremely wide vari- 
ation of life company underwriting pol- 
icy on servicemen and said there should 
be some way of getting together on what 
companies will do and won't do. 


Linton Sums Up 
Causes for Optimism 


In addressing 350 at a joint meeting 
of Knoxville Assn. of Life Underwriters, 
the Knoxville Science Club and Knox- 
ville Civitan Club, M. A. Linton, presi- 
dent of Provident Mutual Life, predicted 
a bright future for life insurance and for 
the country in the years ahead for the 
following reasons: 

(1) Defense spending will level off 
and be spread over a long period in- 
stead of further crowding out consumer 
goods. 

(2) Construction will increase in 
other fields, such as highways and pub- 
lic buildings, when the slacking period 
comes in defense spending. 

(3) The tremendous backlog of sav- 
ings now being accumulated by the pub- 
lic will keep factories humming. 

(4) Increasing population will pro- 
vide expanding markets. The nation’s 
population has already exceeded the fig- 
ure recently predicted for 1960. 

Mr. Linton said life insurance is still 
the best medium with which to build 
a guaranteed income for old age. He 
warned those who would buy common 
stocks of the terrific losses that followed 
similar buying in the late 1920s. Spotty 
price recessions may be expected but 
he predicted they probably will not be 
severe with one more or less offsetting 
the other. Even in periods of severe 
inflation, life insurance is the only way 
through which to provide security in 
the event of death. 
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WSB Deans 
Professor Center 
to Direct Panel 


Wage stabilization board has ap- 
pointed members of a special tripartite 
advisory committee on cases involving 
commission problems of the life in- 
surance industry. This follows the di- 
rections of general wage regulation 20. 

Chairman and public member of the 
committee is Charles C. Center, chair- 
man of the insurance department Uni- 
versity of Wisconsin. Industry mem- 
bers are Eugene J. Conroy, general 
solicitor of Prudential, and William R. 
Shands, vice-president and general 
counsel Life of Virginia. Labor mem- 
bers are George L. Russ, president 
Insurance Agents International Union, 
AFL, and Fred C. Pieper, CIO national 
representative of IAWOC. 

The committee is not scheduled to 
meet until mid-June. There are about 
10 cases at the present time for con- 
sideration, several of which affect agents 
of Prudential and Metropolitan. 





Minnesota Mutual Life has appointed 
Norris K. Carnes, St. Paul, a trustee. 














The scene is the spring conference of L.I.A.M.A. combination companies at Savannah. 
The occasion is the presentation by Guilford Dudley, Jr., president Life & Casualty, of 
a gavel to William J. Hamrick, vice-president Gulf Life, retiring chairman of the com- 
bination companies committee, whiie the new chairman, W. J. Williams, Western & 


Southern, looks on. 


Combination C Chiets c at i I.A.M.A. Parley 





The 5-Star Prescription 








©LNL 




















For the doctor, lawyer or any prospect 
who must provide his own old-age income, 
the LNL man likes to prescribe our 5-Star 
Annuity. 


Optional maturity dates enable the pol- 
icyholder to begin his income early or late 
—any time from age 50 to 70. This low 
net cost, participating policy provides life 
insurance protection in addition to annuity 
benefits. Joint and last survivor options 
are right in this flexible contract. What’s 
more, family income, family protection 
and other riders may be added, and waiver 
of premium, disability income and double 
indemnity are available. 


This attractive 5-Star Annuity is an- 
other reason for our proud claim that 
LNL 1s geared to help its field men. 


The 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


Producers Oppose 
Last War Scales 


on Defense Group 


W ASHINGTON—Representatives of 
agents’ and brokers’ associations at a 
conference Tuesday called by the De- 
fense department, objected to use of 
second-world-war commission rates jn 
the projected Defense department group 
insurance rating plan as being inade- 
quate in view of changed conditions pre- 
vailing today. They pointed out that 
there is much more service work i in con- 
nection with group plans than in the 
last war and also a far greater part of 
it is handled by the producers than for- 
merly. 

They also objected to the Proposal 
to permit insurers to credit to insured 
defense plant contractors any reduction 
in commissions below the specified 
scales, calling this an open invitation 
to cut commissions. They also doubted 
its legality under state laws. 


Only on 500 or More 


The rating plan would apply only 
to group cases covering 500 or more 
lives. ‘Representatives of home offices 
have been working on the plan about 
a year with the Defense department 
but the department wanted to confer 
with the producers’ representatives be- 
fore deciding on the commission set-up. 
The plan is generally similar to that 
used in the second war. It applies only 
to contractors on a cost-reimbursement 
basis. 

Use of second-war commission scales 
‘was proposed by the Defense depart- 
ment because it had had no complaints 
during their use that they were inade- 
quate. Hence it wanted definite backing 
for the contention that these rates would 
be inadequate. Insurance Director 
Thomas Kane representing the depart- 
ment asked the producers’ representa- 
tives to have such data for him within 
two weeks. 

National Assn. of Life Underwriters 
was represented by Carlyle Dunaway, 
counsel. Other organizations represented 
included National Assn. of Insurance 
Agents, National Assn. of Insurance 
Brokers, and National Assn. of Casualty: 
& Surety Agents. 


NPA Okays Prudential 
Construction at Chicago 








Construction of the Mid-America 
home office of Prudential at Chicago 
will get under way “in the near future” 
as a result of action by the construc- 
tion controls division of the national 
production authority, President C. M. 
Shanks of Prudential announced this 
week. The building will be 41 stories 
high and will be built over the IIlinois 
Central suburban station and the ad- 
jacent freight tracks. It will take close 
to a year to complete the foundation, 
which it is hoped will be started early 
in August after relocation of some of 
the existing trackage. Occupancy by 
early 1955 is expected. 


Mediate Home, CIO Dispute 


The dispute between Home Life of 
Philadelphia and CIO-IAWOC over a 
contract for 400 agents in Pennsyl- 
vania, has been assigned to the Phila- 
delphia office of Federal Mediation and 
Conciliation Service. The present con- 
tract expired on June 1. 


Michigan Leaders Name Carr 


Life Leaders of Michigan, at the 
annual meeting at Jackson, elected Her- 
bert A. Carr, manager Continental As- 
surance, Detroit, president. Others 
elected were Willard L. McFadden, 
Bankers Life of Iowa, Jackson, vice- 
president; Curtis E. Patton, Great-West 
Life, Pontiac, vice- -president, and Mil- 
dred E. TenBrook, Acacia Mutual Life, 
Detroit, secretary-treasurer. Club pro- 














duction for 1951 exceeded $50 million. 
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Attorney General 
of N. Y. Opposes 
Mutual Fund Group 


Attorney General Goldstein of New 
York state has advised the insurance 
department that group life insurance 1S 
not authorized for purchasers of securi- 
ties through mutual funds. The crux of 
the opinion is that life insurance would 
merely enhance the estate of the de- 
ceased plan holder and not save it from 
liability for an obligation of the de- 
cedent, because there is not such an 
obligation under such plans. 


No Obligation to Sell Stock 


Mr. Goldstein found that the mutual 
fund plan imposes no obligation on the 
corporation to sell any stock until such 
time as payments covering the purchase 
price are made by the plan holder. The 
plan holder never becomes the purchaser 
of any stock until he has paid for it 
and thus there can be no unpaid pur- 
chase price. The plan holder can never 
become obligated for any unpaid pur- 
chase price of stock sold to him by 
the corporation and even the installment 
payments provided for in the plan do 
not impose an_ enforceable obligation 
upon the plan holder. If delinquent in 
making such payments, the contract 
does not provide for purchase on the 
account of the plan holder, or does he 
incur any liability for the price of shares 
that would have been purchased with 
the delinquent payments. The agree- 
ment merely provides for termination 
of the plan and delivery of the shares 
previously purchased after sale of 
enough to satisfy charges or sale and 
remission of net proceeds. In addition, 
the plan holder has the option at any 
time to withdraw from and terminate 
the plan. Here the only detriment is 
loss of the benefit of charges deducted 
from payments previously made. 


Statute Doesn’t Apply 


The attorney therefore decided that 
there is no obligation of the kind against 
which group life insurance is presently 
permitted by statute. The statute speci- 
fies that insurance must be on the lives 
of borrowers or purchasers under agree- 
ments for the payment of the sum bor- 
rowed or the balance of the purchase 
price in installments. The insurance in 
the case of purchasers cannot exceed 
at any time the amount of the purchase 
price unpaid. It must be payable to the 
vendor and applied to discharge the 
obligation of the person insured or his 
personal representatives to the vendor. 
These limitations make it plain that the 
insurance authorized is to pay an in- 
curred obligation of the deceased with= 
out depleting his estate. It contemplates 
an enforceable obligation against his 
estate to pay for property or property 
rights vested in the decedent. No such 
obligation arises in the transaction under 
consideration. 

While it is true that no estate repre- 
sentative would be disposed to terminate 
a plan under which a group insurance 
mechanism would produce additional 
estate assets without expense, that 
factor is not relevant to the question, 
Mr. Goldstein held. Whether such in- 
surance is desirablé is not the problem. 
The issue is whether there is an obliga- 
tion of the kind against which group 
life insurance is presently permitted by 
statute, he declared. 


Skolnick Forms Great 
Fidelity at Indianapolis 


Great Fidelity Life has been formed 
at Indianapolis by Ned Skolnick, at- 
torney who until recently was president 
of United Home Life of Indianapolis. 
Other incorporators are Helen D. Skol- 
nick, David Darnell, Jessie K. Darnell 
of Indianapolis; Harold Brant, Sey- 
mour, Ind.; Kenneth Burkhart and Elda 
Pavey, Greensburg, Ind. Mr. Darnell 
is a livestock operator at Indianapolis 
and Messrs. Brant, Burkhart and Pavey 





are also livestock dealers. Articles of 
incorporation were prepaed by Thomas 


M. Quinn, Indianapolis attorney, show-, 


‘ing the State Life building as the ad- 
dress of the home office. 

United Home Life has received a 
number of complaints from members 
of Indiana State Assn. of Life Under- 
writers and last month the insurance 
department held a hearing at Richmond 
to which Walter McClure, chairman 
of the field practices committee of the 
association, took affidavits of policy- 
holders. There has been no decision 
from the department. 


Coastal States Life Moves 
to Newly Built Home Office 


Coastal States Life of Atlanta has 
moved into its new home office build- 
ing. The structure costing approximate- 
ly $500,000 represents the first two 
units of a proposed three-unit building. 
This represents the expansion of the 
company which was started 13 years ago 
and now has $5 million in assets and 
about $55 million business in force. 

The company was started in Baxley, 
Ga., on an original investment of $7,052 


and was moved to Atlanta,in 1945. It 
operated as a fraternal association until 
1946 when it was converted to a legal 
reserve stock company. At that time 
the business in force totaled $17,090,00C. 

Further expansion of Coastal States 
came when it acquired controlling in- 
terest in Columbus National Life of 
Georgia in 1950. Columbus National is 
now being operated separately. The 
company a year ago acquired 51% in- 
terest in General Life of Atlanta. The 


company writes ordinary, industrial, 
group, and individual A. & H. in eight 
southern states. : 





) 





66 





omens, dear... 


. . . but I was able to assure Fabius 
Tullus that he had nothing, absolutely nothing to 
fear in the future. Made him a very happy man, 
indeed.” Yes, until the following week when Fabius 
Tullus was sprinting around the arena with a 
couple of hungry lions in hot pursuit and gaining 
at every lap. Some predicting. 

Plain fact, as every life insurance agent knows, 
is that you can’t predict the future. The Union 
Central agent also knows that you can prepare for 
the future on the basis of what happens to most 
people and still take care of the exceptions. 

Certainly the best preparation is life insurance— 


THE UNION CENTRAL LIFE 


“Had a hard day 
with the 


INSURANCE COMPANY 


ce) 





















Union Central life insurance with its policies and 
combinations of policies to meet every life insur- 
ance need from birth to age 70. 

And the Union Central agent is also an up-to- 
date insurance man. The good policy of twenty 
years ago isn’t necessarily the best policy today. 
Times change. People’s needs change. An alert, 
cooperative Home Office keeps all Union Central 
agents fully informed, helps them with the proper 
sales tools to make Union Central Life Insurance 
serve Clients best in terms of today’s 
needs—projected reasonably and 
logically into the future. 


CINCINNATI, OHIO 
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These are scenes from the Life Insurance Assn. meeting at Hot Springs, Va.: In the left-hand panel Commissioner Bowles 
of Virginia, left, and President Paul C. Buford of Shenandoah Life, are chatting. Mr. Bowles is dean of the commissioners and 
was a guest at the meeting. Also guests at the meeting were William D. Davidson, Equitable Society, Chicago, at the left in 
the second panel, and John D. Marsh, general agent of Lincoln National at Washington. Mr. Davidson is a trustee and Mr. 
Marsh secretary of National Assn. of Life Underwriters. In the third panel are A. A. Rydgren, chairman Continental American 
and a director of L. I. A., and J. Ralph Woods, president of Southwestern Life. In the panel at the right are two L. I. A 
executives, Bruce E. Shepherd, manager, and Eugene M. Thoré, general counsel. 








spring conference for combination com- trained men than ever before in the 

Gear Management panies at Savannah, Ga. field forces, he said, and added that it 

i H It Lo of “In our own case, 90% of the people “is — to keep them happy and 
a who left us last year did so voluntarily,” Successful. ; 

° SS Mr. North said. “It is true of the busi- ‘ At ys final er Mr. North - 

ness generally that we are losing too ducted an unusual symposium a 

Good Men: North many good Beg We must gear our brought from the 150 agency manage- 


management so that the career we offer ment officers individual ideas used by 
One of the great challenges to field will keep the best people in our busi- companies. He called on each company 
management today lies in the fact that ness.” representative to discuss some phase of 
“many good men, not failures” are Mr. North pointed out that the agency management that was of par- 
leaving the business. Cecil J. North, caliber of agents and managers has ticular interest to his company, or to 
vice-president of Metropolitan, told the been becoming higher and higher in explain a new idea his company was 
concluding session of the L.I.A.M.A. recent years, There are more college using. This brought forth one of the 
most interesting sessions of the meet- 
ing. 
Wilbur Hartshorn, superintendent of 
agencies of Metropolitan, cnet = 
in a@ series of advertisements outlining advantages enjoyed new individual A. & H. policy whic 
NUMBER TWO by field underwriters of the Equitable Life of wor y wid his company has ready Ma lly told 
why Metropolitan is issuing it and out- 
lined methods of training the field to 
merchandise it. 


T R A I N } ) F 0 R 7 Woods Predicts 


| 300% Expansion 
in Credit Cover 
A 300% increase in consumer credit 


insurance coverage within the next 10 
years was predicted today by Cecil 
Woods, president of the Consumer 
Credit Insurance Assn., at the organi- 








) zation’s first annual convention at Hot 
. ‘ . * Springs, Va. 
ield underwriters of the Equitable Life Mr. Woods, who is also president of 
‘ . Volunteer State Life, based his predic- 
of lowa are expertly trained. New associates are - tion on the expansion of consumer 
. * i A credit and the growing demand on the 
enrolled in a combined study and field project part of credit users. 
k h Basi pial He said that 15 million Americans 
nown as the Basic Training Course. The next step took out consumer credit insurance in 
‘ — ; F 1951. The life coverage alone amounted 
in the training process is attendance at a Home to $5 billion of the $20,610,000,000 total 
. . ° ° . dit tstanding. 
Office School. Then follow two Intermediate Train- ee ee mer nen 


Great Area for Expansion 


_ “That represents only 25% of the pub- 
lic’s total consumer credit debt; the 
other 75% represents the area of proba- 


ing Courses featuring estate plans, business insur- 
ance fundamentals and programming. Cooperation 


‘is given eligible associates in their attainment of the nae ee 

° . ° . cae By 1951, more than 100 companies 
Chartered Life Underwriter designation. Continu were handling the $5 billion of credit 
ous personal supervision is given to the training seat teaneabs th elie voles oF dab 
progress of all recruits. covered in comparison to 1946, when 


durable goods again became available to 
the public on installment credit, Mr. 
Woods declared. 

Such insurance now accounts for 15% 
of all life insurance written annually. 
In 1951, credit life insurance jumped 


I 40% over its 1950 total, Mr. Woods 
Stearns Heads New England 


Dife Insurance Company Mutual Pension Trust Group 


New England Mutual Life has ap- 
pointed John L. Stearns, vice-president 
and actuary, to head a committee on 
pension a committee mem- 

bers include oane Arnold, assistant 

FOUNDED IN 1867 IN DES MOINES secretary; Mary Norton, supervisor 

pension department, and Robert J. Law- 

thers, director benefits and estate plan- 
ning department. 























A. & H. Companies 
Can‘t Operate in 
Vacuum — Heller 


Ralph Heller, 2nd vice-president of 
Prudential, declared at the annual meet- 
ing of Health & Accident Underwriters 
Conference in Denver that A. & H. 
insurers must realize that they can’t 
work independently of government, 
labor, the doctors and other groups 
concerned. Instead of talk about keep- 
ing the government out of the field, the 
companies should take note that the 
government is already in “up to its 
ears,” and the problem is how to share 
or divide the services with the govern- 
ment. 

Mr. Heller, who is president of Inter- 
national Claim Assn., looks at the de- 
feat of federal compulsory health insur- 
ance as a decision that protection can 
be had from private enterprise. Addi- 
tionally the decision has been made by 
the public in favor of high quality med- 
ical care. This involves problems in 
coverage which the speaker said must 
ultimately be of the broadest type. The 
companies must be ready to accept older 
age risks and impaired persons and pro- 
vide them with insurance bearing a 
reasonable relation to charges. This 
difficult course is the only solution in 
the long run and in achieving such goals 
temporary retrogressions may have to 
he made. In this class, he puts the 
recent rate increase for group casualty 
that his company and some others have 
recently put into effect. 

He maintained that flexibility is es- 
sential so that the companies can be 
sensitive to the changing scene. He 
mentioned the revolutionary changes in 
hospital operations in recent years and 
said the companies ought to show will- 
ingness to experiment while maintaining 
their solvency. 


Doctors’ Report Essential 


He indicated that in making changes 
such as development of catastrophic 
medical coverages, the understanding of 
the doctors of the problem is necessary. 

It is Mr. Heller’s opinion that the 
insurance story needs to be told more 
effectively. He reported that a while 
back he had in mind showing to the 
doctors some figures on how much 
money they receive from the insurance 
business (life, workmen’s compensation 
and A. & H.), but he discovered that 
such figures aren’t available. They 
should be and one important means of 
gathering this type of statistic is through 
an agency like Health Insurance Coun- 
cil. The importance of the council is 
primarily in achieving the understanding 
of all companies that they must get 
together on the problem, concluded Mr. 
Heller, who is chairman of Health In- 
surance Council. 





Cravey Argument June 13 


June 13 is the date on which the 
motion is to be heard in behalf of Com- 
missioner Zack D. Cravey of Georgia 
that he be dismissed as a defendant in 
the $30 million damage case brought 
by Bankers Life & Casualty of Chicago 
in the federal court at Miami. Mr. Cravey 
asks for dismissal on the ground that 
as a citizen of Georgia, he cannot be 
directed to appear in Florida to stand 
trial. 





Seattle managers have suspended the 
Monday luncheon meetings until Sept. 
15, 


INSURANCE COMPANIES 
Bought and Sold 


WRITE, WIRE or PHONE us r ing either 
the purchase or sale for CASH of 100% or con- 


troling interest in life companies or other lines. 
All negotiations personal and confidential. 


Ss REAM MM. WALKER 
BRINSOR ASSOCIATES 


102 Waldheim Bldg. * Vi. 4466 + Kansas City, Mo 
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English Insurance 
Journal Interviews 
Holgar Johnson 


Following is a quotation from “The 
Review,” British insurance newspaper, 
on an interview with Holgar J. John- 
son, president of Institute of Life In- 
surance. The article affords interesting 
perspective in fulsome English on Mr. 
ohnson and his work and on some in- 
ternational insurance problems on which 
Americans have little enough light: 
“American Visitor Passes Through 
London—On his way back tothe 
United States from the Monte Carlo 
conference on insurance productivity, 
Mr. H. J. Johnson, president of In- 
stitute of Life Assurance of New York, 
called at our offices on Tuesday, the 
6th, for an informal talk. The institute 
is only 13 years old, but is now re- 
presentative of about nine-tenths of 
the life assurance companies in the 
United States. It runs its public rela- 
tion services not as propaganda but as 
service to the public, and this engages 
nine-tenths of its activities, the other 
part being devoted to factual infor- 
mation on what is being done of value 
in life assurance. Our conversation 
ranged over the entire field of inter- 
national relations between insurers, as 
well as to governments and to the 
public. Mr. Johnson said that the pro- 
ductivity conference had gone quite 
well. Questions were fired at him for 
more than two hours at a meeting after 
his address on public relations, indicat- 
ing the intense interest there was in 
the subject, particularly in France, which 
provides the bulk of the delegates. 


Reports Serious French Approach 


“Mr. Johnson said he formed the 
opinion that the French were going 
seriously to tackle their three main 
problems: selection and training of 
agents, marketing, i.e., making the public 
more insurance-conscious, incidentally, 
more interested in the protection than 
in the endowment side of life assurance, 
and improvement in public relations, 
which appeared to be not altogether 
satisfactory in France. On the inter- 
national plane, Mr. Johnson was con- 
fident that the hemispheric conferences 
are doing good work for private in- 
surance enterprise in the Americas by 
bringing the approach of Latin and 
North America to insurance more into 
line with each other. (Recent develop- 
ments in Salvador and in Guatemala, 
from which the Pan-American Life ap- 
pears to have withdrawn rather than 
comply with new legal provision, how- 
ever, indicate there are still funda- 
mental differences of views concern- 
ing insurance.) 

We were particularly interested to 
find that he shared our view that not 
enough attention has so far been paid by 
private insurance enterprises to the ac- 
tivities of the International Labor Office, 
which might, through international con- 
ventions, endeavor to impose its own 
ideas of social security schemes over 
the head of public opinion in the par- 
ticipating states. 

“Our visitor was impressed by the 
freedom enjoyed by British insurance, 
based on close and constant consulta- 
tion with the appropriate government 
departments. It was interesting to find 
that Mr. Johnson considers that state 
control in the United States is pre- 
ferable to federal control which would 
extend the effect of mistakes over all 
the states instead of having possibly 
only local effect through the mistake 
of any one state insurance commis- 
sioner.” Z 


Insurance at a Discount 


Attempt Fails in Cal. 
LOS ANGELES—The California de- 


‘partment -has ‘denied an agent’s license 


to California: Professional Service Assn., 
which had proposed providing for ‘cer- 


‘tain professional classes various ‘Com- 


modities and--services, insurance’among 


them, at a 15% discount. 

The association’s application for li- 
cense was denied because the code re- 
quires that all members of an associa- 
tion be licensed. 


Yost Goes with Girard 


C. C. Yost has been elected vice- 
president of Girard Life of Dallas. He 
is a former vice-president of Reserve 
Life of Dallas. 

E. B. Becker has been appointed chief 
investigator for the claims department 
of Guardian International and Girard 
Life. He was with American Security 


Life ‘Reserve Life of Dallas as chief in- 


vestigator. 


U. S. Life Raises Mazzeo 


James N. Mazzeo has been appointed 
New York metropolitan area regional 
manager in the group department of 
the United States Life. Mr. Mazzeo 
joined U. S. Life in 1948 after two years 
in the advertising field. He was asso- 
ciated with several home office depart- 
ments before becoming group sales 
representative in 1950. Mr. Mazzeo at- 
tended New York university and grad- 
uated from Pace college. 


Boston C.L.U. To Hear Huber 

Boston C.L.U. will meet June 11 to 
hear Solomon Huber, general agent for 
Mutual Benefit Life at New York City, 
discuss “The Semantics, Psychology and 
Philosophy of Estate Planning.” A 
guest at the meeting will be Carl Spero, 
ee of the American Society of 


Byron K. Elliott, executive vice-presi- 
dent of John Hancock Mutual Life, has 
been elected a director of Arthur D. 
Little, Inc., industrial research and en- 
gineering organization, in Cambridge, - 
Mass. 





“They Talk my 
Language’ 





@ These dynamic, new magazine advertisements for 
Mutual Of New York talk to prospects the way 
MONY Underwriters do. Their approach is direct, 


straightforward, convincing. 


Look at the advertisement above— 64,783,000 
people did! It’s just one in the big new MONY series 
of 2-page spreads and full pages; and it appeared 
in Life, The Saturday Evening Post, Collier's, Time, 


Memey Wernries molt away... when you've got “wmeray” back of you | 





These new ads sell—not vague general ideas like 
“security” and “protection”—but money for future 
delivery. “Money” is a word everybody understands. 
No wonder one MONY adviser called this 1952 
campaign the “hardest-selling campaign ever designed ‘ 
to help us sell insurance.” 





Newsweek, Better Homes & Gardens, The American 
Magazine, Parents’ Magazine, Sunset Magazine. 





Murvuat Or New Yor 


“FIRST IN AMERICA’’ 


The Mutual Life Insurance Company of New York 


Broadway at 55th Street 





New York 19, N. Y. 
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A Growing Company Facilitates 
The Growth of Each Individual 
Associated With It. 


WE OFFER: 
THREE YEAR Training Program 
TWO YEAR Salary Plan 


Business and Personal Life= 
Pension Trusts — 


i Accident — Sickness — 
Hospitalization — 


Excellent Territory for 
Expansion 


OUR BUILDERS OF MEN PLAN HELPS OUR MEN SUCCEED 


RALPH E. KIPLINGER 
PRESIDENT 


GEORGE lL. HAMLIN, C.L.U. 
AGENCY VICE PRESIDENT 


1952 —- OUR SECOND HALF CENTURY 


GUARANTEE MUTUAL 


LIFE COMPANY 


Since 190] 
Omaha, Nebraska 




















BRIEF FACTS 


FROM OUR FIFTY-SECOND ANNUAL REPORT 


@ Insurance in Force.......... $268,614,795.00 
Increase of $18,021,886 

We cc. vac ea oe $ 65,986,829.47 
Increase of $3,837,855.35 

e Payments to Policyowners 


and Beneficiaries ........ $ 4,065,259.48 
Increase of $691,230.10 


e Capital, Surplus and 
Special Reserves ........ $ 4,646,138.97 
Increase of $408,693.13 


ATLANTIC LIFE 
INSURANCE COMPANY 


Established 1900 
RICHMOND, VIRGINIA 




















KALMBACH ASSESSES QUARTER 





Massachusetts Mutual Lowers Expenses, 
Raises Sales, Pushes Expansion 


The largest Leaders Club convention 
in the history of Massachusetts Mutual 
Life was treated 
to an_ optimistic 
report of the pro- 
gress of their 
company during 
the first quarter of 
this year from 
President Leland J. 
Kalmbach. The 378 
representatives pre- 
sent at Chateau 
Frontenac at Que- 
bec heard from 
their president that 
during the first 
quarter of the year 
both new ordinary 
and the increase in ordinary in force were 
the greatest in the history of the company 
for any similar period and that group life 
business was considerably more favorable 
than the previous year, the record 
hundredth anniversary year. New in- 
vestments continued to show a _sub- 
stantial improvement, the rate of in- 
terest being .64 of 1% higher on new 
bond purchases, exclusive of govern- 
ments. The average return on mortgage 
loans made during the first quarter was 
.42 of 1% higher than in 1951. He fore- 
cast another year of increased interest 
profits. 

Mr. Kalmbach said that profits on 
the sale of securities during the first 
quarter were considerably less than in 
1951. He commented, “Although we 
expect to show a net capital gain for 
the year, it is not likely to be large, be- 
cause it now appears that before the 
end of the year we shall incur losses 
in connection with one or two of our 
investments. In this connection, I think 
we should keep him in mind that in the 
handling of a tremendous trust fund 
such as ours, which now totals about 
$1,500,000,000, we have to expect oc- 
casional losses. That our over-all in- 
vestment experience has been good is 
demonstrated by the fact that, during 
the past 10 years, our profits on the 
sale and maturity of securities have 
exceeded our losses by more than $20 
million. 


Interest Rate Relatively Favorable 


“Another encouraging feature of our 
investment operation is the relatively 
favorable net rate of interest we have 
earned for many years. Our net in- 
terest income on our bond portfolio in 
1951 alone was more than $2 million in 
excess of what it would have been if 
our net rate of return had been the 
average for the 18 largest life in- 
surance companies.” 

Mr. Kalmbach said that for the first 
time in the inflationary period, general 
expenses, excluding taxes and com- 
missions, were lower during the first 
quarter of the year. The active oper- 
ations and expense control committee 
made up of four principal officers, 
which is supervising continuous studies 
of ways of reducing expense, has ef- 
fected the economies. At the end of 
the first four months of the year, there 
were 70 fewer full-time home office 
employes than at the beginning of 1951, 
whereas an increase of staff in pro- 
portion to the increase in business in 
force, even after excluding maintenance 
and commissary departments, would 
have resulted in 109 more employes. 

Mr. Kalmbach was gratified with the 
favorable reaction to improvements in 
agents’ contracts. He cautioned the 
field people to remember that in de- 
ciding upon commissions and other 
benefits to be paid, the company must 
take into consideration not only the 
legal limits set forth in the New York 
law, but also the impact of the level of 
such payments upon the competitive 
position of the company. 

He commented in this connection, 
“Although the total benefits under the 
combination of our new agents’ con- 





L. J. Kalmbach 


tracts, our new agents’ financing plan 
and our general agents’ contracts are 
at about the maximum level now per- 
mitted, we do not want you to assume 
that it is our plan to pay automatically 
the maximum commissions and other 
benefits made possible by future modji- 
fications of the New York law. In the 
joint interests of our policyholders and 
our field representatives, it is essential 
that we maintain a relatively favorable 
competitive position with other com- 
panies of our class, with respect to 
net costs, liberality of policy provisions 
and quality of service . . . accordingly, 
even though there should be a libera]- 
ization of New York law, our de. 
cision as to any further liberalization of 
our agents’ contracts will depend to a 
very great extent on its desirability 
from the standpoint of our competitive 
position.” 

Mr. Kalmbach expressed disappoint- 
ment at the percentage showing from 
new organization and feels the company 
must receive a larger volume of business 

(CONTINUED ON PAGE 21) 


} OUR ANSW iN lor 


the AGENCY MINDED 
LIFE UNDERWRITE 
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QUALITY mutuAL 
COMPANY 


Best's Highest Rating 

Over Half Century Old 
Over $350,000,000. Insurance 
Over $115,000,000. Assets 
Over $9,500,000. Surplus 
Full Level Premium Plan 
Sub-Standard Issuance 

Very Low Net Cost 


QUALITY compensation 


Generous for Underwriter 
Unusual General Agency Plan 
A Fine Retirement Plan 
Very Well Vested 


QUALITY Taininc 


Home Office Schools « «e for 
New Life Underwriters 
General Agents 

Refresher Training Schools 
At Company Expense 


QUALITY territories 


Often possible ... for 

An Agency Minded Man 

Who wants to build 

A Compact Quality Agency 
Write to 


CENTRAL LIFE 


ASSURANCE COMPANY 
DES MOINES, IOWA 
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How Will Defense 
Spending Cuts Affect 
Life Marketing! 


Slump or Prosperity, It 
Will Be a Major Challenge, 
Arno Johnson Says 


By ROBERT B. MITCHELL 


NEW YORK—How re life insur- 
ance sales going to fare after defense ex- 


penditures taper off? Will there be aj; 
general business slump, admittedly a? 


dificult and discouraging climate in 
which to sell life insurance? Or will ag- 
gressive, resourceful and determined 
merchandisers of goods and _ services 


succeed in getting the public to buy 
their wares in sufficient volume to off- 
set the decline in defense spending? And 
if that happens, won’t the life insurance 
business have to bestir itself mightily to 
keep its rightful place in the greatest 
race for the consumers’ dollar that the 
world has ever seen? 

Because of his reputation for accurate 
forecasts, THE NATIONAL UNDERWRITER 
asked Arno H. Johnson, vice-president 
and director of research of the J. Walter 
Thompson advertising agency, for his 
opinion on these and other factors that 
may be expected to affect life insurance 
sales as defense spending reaches its 
peak and then eases off. Mr. Johnson 
made a profound impression in his talk 
at the American Life Convention annual 
meeting in 1950 and is in much demand 
as a speaker on economic trends. 


Potential Is Ample be 


Mr. Johnson has a wealth of facts 
and figures to show that American busi- 
ness has ample potential to create the 
consumer demand that will be necessary 
to keep our greatly expanded produc- 
tion facilities busy enough to maintain 
at least the present level of prosperity. 

What Mr. Johnson foresees as being 
an entirely practicable goal is a level 
of business activity that would mean a 
greatly improved standard of living for 
everyone. . 

If the country succeeds in merchan- 
dising itself away from a slump and 
into an era of better living for every- 
one, it will mean that the life insurance 
business will have to fight harder, more 
aggressively and more resourcefully for 
its share of the national income, said Mr. 
Johnson. But, he said, the need for life 
insurance is so great, that there is a 
terrific sales potential if people can 
only be made to realize how much more 
coverage they need, because of inflation, 
to get back to the level they were at 
in 1941. This is entirely aside from the 
potential that would be created by the 
need for additional insurance that will 
be needed to keep incomes for benefici- 
aries and pensioners in step with the 
igher living standards that would ac- 
company the new prosperity. 


ees No Ill Effect 


| What about the fact that life insur- 
nce premiums are dollars taken out of 
he spending stream, thereby tending 
o diminish the total that the public 
Spends for goods and services, while 
many of these same premium dollars 
re then invested in additional produc- 
Fon facilities which add to the supply of 
oods, augmenting the merchandising 
Brobiem and tending to depress prices? 
| Mr. Johnson does not believe that this 
ould actually prove a serious problem. 
He pointed out that with labor costs 
oing up, ways must be found to pro- 
vide a high volume of production at de- 
¢reasing unit cost, so that the individual 
can earn more money and economically 





justify these increased earnings. Hence 


there should be an increasing need for 


‘investment funds. 


Another pressure for investment 
funds will be from the accumulated de- 
mand for such facilties as schools, 
roads and housing. Highways have been 
allowed to deteriorate and even without 
taking that into consideration, the road 
building program has lagged far behind 
current motor vehicle needs. There is 
certain to be an increase in toll super- 
highway construction, such as the New 
Jersey Turnpike, in which a large 
amount of life insurance money was in- 
vested. 


As for the need for financing school 
buildings, there are 62% more children 
under five years old now than there 
were in 1940. 

Apart from the life insurance sales 
potential resulting from the reduced 
purchasing power of the dollar and the 
need to keep up with an increased future 
standard of living, there is the big fac- 
tor of population increase, Mr. John- 
son pointed out. The U. S. population 
is increasing at a rate equivalent to the 
addition of a city the size of Syracuse, 
N. Y., or Richmond, Va., each month. 
This growth is primarily in the urban 
areas, particularly the urban-fringe 


areas. This has meant the development 
of shopping sub-centers, such as have 


already attracted considerable life in- 
surance money. 
Housing has not by any means 


reached the saturation point and the 
problem is even more acute than is indi- 
cated by the population increase figures, 
because housing needs are affected not 
only by population increases but by 
population shifts. The movement toward 
urban areas may mean that in other sec- 
tions there may be an oversupply of 
housing but it doesn’t help the family 
that wants to settle in the already 
(CONTINUED ON PAGE 21) 











From Boyhood On, 


()ng ambition!” 


says Mrs. Robert R. Humpton, 


Burlington, lowa 





“Ever since Bob can remember, he’s wanted to do some kind of selling. His mother and 
father felt he was cut out for it, for they recognized his natural ability for talking to 
people, understanding their problems and getting along with them. Coupled with this 
ability was Bob’s very real desire to help his fellow man as well as make a living. 


“After his first year of college Bob decided that life insurance was the field of selling he 
wanted most. His father, a long standing policyholder of Minnesota Mutual, was over- 
joyed and immediately asked his good friend, Raymond O. Schmidt, General Agent 


society. 


in Davenport, to talk to Bob. If Bob had had any doubts about his career, they were 
completely erased after that talk. One look at the Success Bond Story and he know he’d 
found his way of helping people. As Ray unfolded the powerful and convincing story 
to him, Bob felt there couldn’t be a better way to make a worthwhile contribution to 


“Bob’s production was good from the minute he entered the business. How could it help but 
be with Minnesota Mutual’s dynamic sales tools? After being with the Company only 











a few short months, he qualified for the Minnesota Mutual Regional Meetings. There he 
was really enthused by the presentation of the many grand sales materials that 
Minnesota Mutual provides. Aside from the effective sales hints he learned and the 
helpful sales tools he received, Bob found that working for Minnesota Mutual is like 
belonging to a great family. Everyone was so friendly and gave him such a good time that 
he returned resolved to qualify for all future meetings. He’s done it, too. 


“Two weeks after he came home from the Regionals, Bob and I were married. At first our 
friends asked me if it wasn’t a terrible sacrifice and struggle with Bob working 

evenings and having to cut down on our social activities. If it was a sacrifice and struggle, 
we certainly overlooked it in the happiness and security Minnesota Mutual was 

already giving us. 


“Bob found the people grand to work with. Whenever he had a ‘wrinkle’ in the business, 
Mr. Schmidt was right on hand to help iron it out. He never stops praising the Success- 
O-Graph* and other sales tools of Minnesota Mutual, and the satisfaction he receives by ' 
making a valuable contribution to society cannot be put into words. Now, after a 


little over four years with Minnesota Mutval, we recently bought our second new car, 
have our own home and a son and daughter who we know are going to be as proud as we 
of the wonderful standard of living Minnesota Mutual has given us. Their dad is happy 
in his work — is so interested, in fact, that he teaches the LUTC course each week. 
As an entire family we’re proud and happy to be part of such a fine company.” 


a) Robert R. Humpton joined the Minnesota Mutual November 15, 1947, and in his four years 
with the Raymond O. Schmidt Agency has been a constant producer of quality business. 


He is a member of the Company’s “M” Club for persistency, having a renewal ratio. 
of 93.3. Bob attributes his spectacular selling success to Minnesota Mutual’s Organized 


*Registered U. S. Trademark 
This letter written by the wife of a Minnesota Mutual salesman, is published here as a deserved recognition of the 


enduring contribution she and her husband are making toward the continuing growth and progress of the Company. 


Sales Plan with the amazing Success-O-Graph*, used exclusively by many Minnesota 
Mutualites. 


ORGANIZED 1880 


The Minnesota Mutual Life Insurance Company 
SAINT PAUL 1, MINNESOTA 
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A Organization Report 
American Management Assn. _ has 
issued its Research Report No. 20: 
“Planning and Developing the Com- 
pany Organization Structure.” It is an 


analysis of the development and change 
of the organization structure of the in- 
dividual company and attempts to com- 
bine the systematic thinking on this sub- 
ject with the “rule-of-thumb” of prac- 
tical experience. 





Henning Central 
Standard President 


E. H. Henning has been elected presi- 
dent of Central Standard Life to fill the 
vacancy created by the retirement of 
Wilbur M. Johnson. Mr. Henning had 
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E. H. HENNING 


previously been vice-chairman of the 
board, a post he had held since Jan. 
15. Before that he had been for 11 years 
president of Illinois Bankers Life of 
Monmouth, IIl., which merged with 
Central Standard Life (formerly Central 
Life of Illinois). Mr. Henning had 
entered life insurance from the vantage 
point of insurance law, which he began 
practicing in 1916 at Kansas City. He 
moved to Chicago in 1923 as an insur- 
ance attorney and began representing 
Illinois Bankers Life as counsel in 1933. 
He became vice-pesident in 1935 and 
was named to the top post in the com- 
pany shortly thereafter. 

Mr. Johnson, while retiring as presi- 


dent of Central Standard Life, will con- 
tinue as a director. He has had a long 
and noteworthy career in life insurance, 
A native of Ohio, Mr. Johnson holds 
degrees from Ohio Wesleyan, Harvard, 
University of Chicago and University 
of Michigan and was elected to Phi Beta 
Kappa. He taught mathematics at Ken- 
tucky Military Institute and Georgia 
Tech. His first life insurance connection 
was with Inter-Mountain Life at Salt 
Lake City. He then was appointed ac- 
tuary of Royal Union Life at Des 
Moines. In 1927 Mr. Johnson became 
actuary of Central Life of Illinois and 
was later vice-president and actuary, 
He was elected president of the com- 
pany last August. A fellow of Actuarial 
Society of America and of American 
Institute of Actuaries, he served as 
treasurer of the latter organization until 
the two societies merged. 





Corwin-Butler Appointed 


The Corwin-Butler general insurance 
agency, Ozone Park, N. Y., has been 
appointed general agent for Colonial 
Life. Domenic Piro thas been named 
manager of the life department. He has 
been in the business since 1936. 





Managers Get Meeting Texts 


Texts of the principal talks given at 
the midyear meeting of General Agents 
and Managers Conference have been re- 
leased to all members. 





Bohlinger Will Discuss 213 


Before Milwaukee Agents 


Insurance Superintendent Boh- 
linger of New York will talk on 
section 218, the New York ex- 
pense limitation statute, at the 
June 20 meeting of Milwaukee 
Life Underwriters Assn. There is 
much interest in his talk, as it will 
be the first time he has publicly 
discussed the controversial 213 
situation since the New York 
legislature adjourned without tak- 
ing any action on revision of the 
aw. 














Photographed at the L. I. A. meeting in Hot Springs are President Frederick D. 
Russell of Security Mutual of Binghamton, N. Y., and James P. Fordyce, chairman of 
Manhattan Life, flanking Senator Condon, chairman of the joint committee of the 
New York legislature that is considering revisions of the life insurance expense limi- 
tation law. At the right are Presidents William J. Cameron of Home Life of New York 
and Asa V. Call of Pacific Mutual. A past president of L. I. A., Mr. Call presided in 
the absence of the president, Chairman George L. Harrison of New York Life, who 
was at Johns Hopkins hospital in Baltimore following an operation on his knee. 








Cites Probate Court Cases 


Judge Newcomb Condee, who pre- 
sides in the probate division of the Los 
Angeles superior courts, spoke before 
Life Insurance & Trust Council on “Es- 
tate Planning—Hits and Misses.” He 
cited specific cases that have come be- 
fore him. 


Nutt Gives Two Talks 


Hal L. Nutt, director of the Purdue 
course, addressed a breakfast session 
of Grand Rapids, Mich., managers on 
“Building Men,” and also a luncheon 
meeting of Grand Rapids Life Under- 
writers Assn. with about 250 in attend- 
ance. 


Shenandoah Host at Meeting 


Shenandoah Life was host to approxi- 
mately 40 life company medical direc- 
tors and chief underwriters at a meeting 
of middle Atlantic medical directors. 
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Prudential Appoints 
Lundy to Head New 
Brokerage Service 


Prudential has established a special- 
ized brokerage service in the ordinary 


ie department with 
Carl P. Lundy, 
former regional 


superintendent of 
agencies, as man- 
ager. Howard A. 
Austin, Jr., will 
succeed Mr. Lundy 
as regional super- 
intendent. The new 
unit will service 
three company 
brokerage offices in 
New York City, 
and one in Phila- 
delphia. 

It is also design- 
ed as an extension of the brokerage 
schools inaugurated by Mr. Lundy 
in New York City. Philadelphia, 
New Orleans, St. Louis, San Francisco, 
Los Angeles, Chicago and _ Detroit. 
Instruction will stress fundamentals of 
life sales, business insurance, and life 
insurance for tax purposes. The serv- 
ice will also prepare sales promotion 
materials, and provide experienced per- 
sonnel to assist brokers with ‘“on-the- 
scene” service. 

Mr. Lundy joined the company in 
1937 at Philadelphia. Following army 
duty, he became assistant brokerage 
manager at the Quaker City agency in 
1947. In 1950, he was appointed super- 
intendent of agencies. He is a graduate 
of University of Pennsylvania law 
school. 





Lundy 


Schedule Developed 
for M.D.R.T. Meet 


Many phases of advanced selling will 
be discussed at the Million Dollar Round 
Table at Betton Woods, N. H., June 
13-17, via the “room-hopping” system 
of small informal sessions. 

Each room will be manned by a pair 
of hosts. 

Leaders of room-hopping sessions and 
their subjects will be: Business insur- 
ance, Eugene Rappaport, Pacific Mu- 
tual, Chicago, Harry R. Schultz, Mutual 
Life, Chicago, Dan A. Kaufman, North- 
western Mutual, Chicago, and Carl P. 
Spahn, Equitable of Iowa, Chicago. 
Estate planning. Kenneth R. Mackenzie, 
New England Mutual, Boston, Adolph 
E. Gillman Northwestern Mutual, Balti- 
more, Sadler Hayes, Penn Mutual, New 
York, and John Kellam, National Life 
of Vermont, New Canaan, Conn. Estate 
planning in community property states, 
Sanford M. Bernbaum, Penn Mutual, 
Seattle, and ‘Clarence L. Hagstrom, 
Massachusetts Mutual, Seattle. 


General Agents’ Estates 


Planning the general agent’s estate, 
Harold T. Dillon, general agent National 
Life of Vt., Atlanta, and David F. 
Hoxie, associate general counsel Na- 
tional Life of Vermont. Planning the 


MDRT member’s estate, Edward J. 
Mintz, New York Life, Salinas, Cal., 


and Leo P. Mirsky, New England Mu- 
tual, New York. 

Negotiated plans, Mark B. Higgins, 
Equitable Society, Pittsburgh, and M. 
Lee Alberts, Equitable Society, Chicago. 
Group insurance. Joshua B. Glasser, 
general agent, Continental Assurance, 
Chicago, and Edward W. Rosenheim, 
Penn Mutual, Chicago. Pension plan- 
ing, group permanent and_ individual 
policy forms, Herman A. Zischke, Union 
Central, Chicago. and Oscar E. Carlin, 
John Hancock, Columbus, O. 

Agent’s administrative responsiblity 
on individual policy pension plans, 
Lowell D. Crandon and Henrv C. Stock- 
man, both of New England Mutual, 
Newark. Employe benefit planning in 


Canada, Charles C. Peck, Canada Life, 
Toronto, and Rodney Hull, Canada 


’ Life, Toronto. Insuring deferred com- 


pensation plans, Charles H. Weiss, New 
England Mutual, New York, and Harold 
N. Sloane, Continental Assurance, New 
York. 

Selling the doctor, Robert S. Albrit- 
ton, Provident Mutual, Santa Monica, 
Cal., and Francis T. Fenn, Jr., National 
Life of Vermont, Hartford. Disturbing 
the lawyer, Gerard B. Tracy, Manager 
Prudential, New York City, and Ber- 
nard C. Lewis, Prudential, Newark. 
Estate planning and business insurance 
in Canada, Merton Durant, Canada Life, 


Write today for Details of the Agency Plan 


Toronto, and Kenneth G. Brown, 
Canada Life, Hamilton, Ont. Personal 
organization—training of staff and of- 
fice systems, John D. Marsh, general 
agent Lincoln National, Washington, 
D. C., and Louis J. Grayson, Travelers, 


Washington. 
Prospecting upwards for business 
growth, Isaac S. Kibrick, New York 


Life, Boston, and Herbert V. Kibrick, 
New York Life, Boston. How to sell 
life insurance through the use of wills, 
Sidney Weil, Mutual Benefit Life Cin- 
cinnati. Bread and butter business to 
company leadership, R. Earl Denman, 
Pacific Mutual, Cincinnati. 
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Warns on Solicitations 


Director Laughlin of Nebraska has 
warned companies of the penalties in- 
volved for solicitation of insurance by 
promising dividends, either as an induce- 
ment to insurance or to encourage can- 
cellation of existing policies. 


Insured Loan Investing OK'd 


Governor Driscoll of New Jersey 
signed into law a bill permitting insur- 
ance companies to invest in bonds and 
notes evidencing loans if the full amount 
of such loans is insured by the federal 
government or by FHA. 
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Balkanization in Reverse 


There’s nothing to the argument that 
the New York insurance laws put do- 
mestic companies behind the eight-ball 
in competing for field men against out- 
of-state companies licensed in New 
York. Or, at least so said the New York 
department examiner to an executive of 
one of the smaller domestic companies 
during the course of his regular depart- 
mental examination. 

“Well, it so happens that I’ve got in 
my office a man who wants a general 
agency contract with us in the mid- 
west,” said the company man. “He’s 
been general agent in another city for 
a company that does business in New 
York State but isn’t domiciled here. Just 
let me get you the copy of his present 
contract that I’ve got in my office.” 

Laying the contract on the examiner’s 
desk the executive said, “First, all his 
expenses are paid.” 

“No trouble about that under the 
New York law,” the examiner replied. 

“Right,” answered the executive, “But 
look: no expense vouchers required. 
How about that?” 

“Oh, you've got to have vouchers.” 

“And how about this: special over- 
riding commissions.” 

“You can’t do that.” 

“And a five-year contract providing 
for $5,000 to be paid the first two years, 
scaling down the next two years and 
payments at the rate of $1,500 the last 
year.” 

“Your company can’t do that, either, 
under a general agency contract.” 

Telling of the incident afterward, the 
executive said the general agent told 
him the money was for “development” 
but actually it was just additional com- 
pensation. 

Anyway, the net result was that 
though the general agent liked the com- 
pany, the deal fell through because he 
could get a better contract from a com- 
pany not domiciled in New York State. 

“Another time,” said this executive, 
“the home office agency executive of a 
mid-western company not licensed in 
New York called me up to say that 
they had parted company with their 
home office general agent and they 
wanted to recommend him to us. We 
were interested and I arranged to meet 
the man in Chicago. He was all set to 
come with us, even on our regular gen- 
eral agent’s contract, but he said, ‘You 
must make it possible for me to pay 
an agent 65% first year commissions. 
I’ve got five men who will come with 
me. You show me how to pay 65% and 
we'll make a deal.’ 

“Of course, we couldn’t do that and 


the deal fell through.” 

“Another place where we get squeezed 
is in connection with awards to agents. 
The New York law limits us to prizes 
of ‘small intrinsic value’ which under 
the New York department’s interpre- 
tation means nothing worth more than 
$5. Consequently, the examiner caught 
us up on a government E bond worth 
$18.75. Yet out-of-state companies li- 
censed in New York can offer their 
agents television sets, deep freezes, and 
trips to Bermuda. 

“Expense vouchers that general 
agents have to furnish us are another 
headache under the New York law. If 
the department’s examiner says it isn’t 
valid or adequately substantiated, he can 
call it additional compensation and we 
get a $1,000 fine slapped on us. By the 
time the examination is made, it’s often 
impossible for the general agent to dig 
up the necessary proof to show that he 
actually paid out the money he showed 
on the vouchers. Besides all that, there 
is quite a substantial cost involved in 
keeping all the records that are neces- 
sary in connection with vouchers. One 
company estimates that it puts out 
$10,000 a year just for this. 

“Making a man a manager rather 
than a general agent is no solution. For 
a small company it is usually much too 
costly. It takes a sizable agency de- 
partment staff just to do the necessary 
supervisory work and besides the man 
on a general agency contract has a 
much more direct interest in holding 
expenses down. I know cases where the 
same man has made a much better 
cost showing as a general agent than 
as a manager. Also, if a man wants to 
be a general agent he is usually inter- 
ested in the tax advantage in his re- 
newal account and of course he doesn’t 
get that as a manager.” 

Some of the foregoing may sound 
critical of the New York department 
or its examiners but actually the fault 
lies with the New York laws and not 
with those who are administering them. 
The insurance law of New York is 
strict and is designed that way in an 
over-zealous effort to protect the policy- 
holders. Those charged with its en- 
forcement can hardly be blamed if they 
enforce it in such a manner that no one 
can ever accuse them of laxity. Presum- 
ably the law is the expression of the 
will of the people of New York and 
why shoulda department txaminer risk 
criticism because he personally feels that 
it is needlessly rough on domestic com- 
panies in that it forecloses them from 
practices that nobody prevents the out- 


of-state companies from employing, 
even within the borders of New York 
state. 

The explanation of the inequality of 
enforcement as between domestic and 
out-of-state companies licensed in New 
York is that the New York depart- 
ment examines domestic companies and 
relies on the departments of other states 
to examine their respective domestic in- 
surers. New York does not undertake 
to participate in examinations of out- 
of-state life companies to see whether 
they are complying with the New York 
law even though such companies, if 
licensed in New York, are supposed to 
operate in substantial compliance with 
the New York insurance law. New 
York’s position is that it hasn’t the 
budget it would need if it were to at- 
tempt to do the same kind of exami- 
nation on out-of-state companies that 
it does on domestic companies. 

But even if it had an ample budget 
to do this, it would be an undesirable 
solution. For, while it would presum- 
ably put all companies doing business 
in New York state on the same foot- 
ing as respects restrictions on field 
compensation and expenses, it would 


merely aggravate the problem which all 
New York-licensed companies have in 
competing with insurers not subject to 
New York’s laws. 

The realistic answer appears to be to 
remove by legislation the discrimination 
under which New York domestic com- 
panies operate. The present inequity 
falls most heavily on the smaller New 
York companies and while a competi- 
tive advantage is a competitive advan- 
tage, the out-of-state competitors of 
these smaller companies would certainly 
not want them to be handicapped for 
no better reason than the fact that they 
happen to have their home offices inside 
of New York state instead of outside. 

“Balkanization” is often used to de- 
scribe a state’s attempts to put out-of- 
state business enterprises at a compe- 
titive disadvantage as against those 
located within the state. But what would 
you call it when a state’s laws permit 
out-of-state businesses to do things the 
lecal boys aren’t allowed to? Apparently 
this curious situation is so unique that 
there is no word for it. Anyway, the 
law should be amended so there won't 
be a need to coin a term that would 
cover it. 


Management as Investment in Future 


The point that is impressive about 
companies, and agencies, that have sin- 
cerely tried to apply management prin- 
ciples to their businesses, particularly 
the development of key personnel, is that 
gocd management is an investment in 
the future. Adoption of good manage- 
ment practices often produces imme- 
diate, beneficial effects such as savings 
in costs. But to some extent procedures 
set up properly today, and to a great 
extent sound policies for developing 
men, deliver results five, ten and 20 
years from now. 

Thus the executives of today can— 
and a few of them are—actually deliver- 
ing a plus into the hands of those who 
will realize on it years from now. The or- 
ganizations those executives are serving 
and that are serving them, may benefit 
after they are gone. For practices and 
policies acquire the momentum that 
carries beyond their authors. 

Current, day to day operations are 
not difficult for a man long seasoned 
in the business. He can exercise any 
management function called for today 


fairly successfully. He can play it by 
ear. 

Expenses are high, but sales also are 
relatively easy. Investments are pro- 
ducing good returns. There are things 
that need to be done and improvements 
that need to be made, but the main 
wheels are rolling. The man who doesn’t 
know, or, what is rare in insurance, the 
man who doesn’t care, can compromise 
and piece out. He can get by today— 
and 20 years hence he is likely to be 
off the scene, where he cannot be 
reached by retribution. 

The man who is planning for the 
years ahead, and who is sacrificing some 
iinmediate pleasure and profit for to- 
morrow, also is not likely to be in 
a position to get a return 20 years from 
now. It is a contribution he makes. He 
is planting strength that will bear fruit 
beyond the time he will be able to share 
it, or all of it personally. He is not 
just profit-taking. 

It is literally true that men’s pasts 
live after them, some of it good, some 
of it bad—and a lot of it plain blank. 








Cheek Wins Commissioner 
Nomination in N. C. Handily 


RALEIGH — Commissioner Cheek 
easily won renomination for a new four- 
year term in the May 31 North Carolina 
Democratic primary. With the count in- 
complete but conclusive, Mr. Cheek led 
John N. Frederick, Charlotte insurance 


man, by 264,435 to 107,418. 

His nomination is tantamount to elec- 
tion, since the ‘Republican party is in the 
minority in North Carolina. Mr. Cheek 
has served as commissioner since June, 
1949, when he was appointed to succeed 
William P. Hodges, who resigned. He 
was elected to the last two years of the 
term in 1950. 
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Neva Post, supervisor premium col- 
lection Northwestern Mutual Life, has 
been elected president Office Super- 
visors Club of Milwaukee. 

Kenneth W. Shutt, Northwestern Mu- 
tual Life, has been elected president 
Junior Chamber of Commerce of 
Youngstown, O. 

James A McLain, president Guardian 
Life, just concluded a 10-day tour of 
southeastern defense establishments 
with a group of civilian leaders at the 
invitation of Robert A. Lovett, secre- 
tary of defense. 

Dr. R. I. Mehr, head of the insurance 
curriculum of the University of Illinois 
and author of text books in both the 
life and fire-casualty fields, is leaving 
for England where he will spend eight 
weeks studying insurance practices in 
London and Edinburgh. 

Dr. Harry W. Dingman, medical di- 
rector of Continental Assurance, and 
Mrs. Dingman are on a European trip. 


DEATHS 


SETH B. THOMPSON, for 10 years 
insurance commissioner of Oregon and 
since 1949 agency vice-president of 
West Coast Life at San Francisco, died 
at his home after a long bout with can- 
cer. He was a former president of Na- 
tional Assn. of Insurance Commission- 











ers. 

Mr. Thompson was appointed Ore- 
gon commissioner in 1938 after many 
years as general agent for the Penn 
Mutual Life in Portland. He entered 
life insurance shortly after graduating 
from Stanford University in 1906 as 
an agent for the Union Central Life 
in San Francisco and was a producer 
for that company until appointed heaé 
of Penn Mutual’s Portland agency in 
1923. He served over the years in every 
important capacity of N.A.I.C. He was 
also a past president of the San Fran- 
cisco Life Underwriters Assn. and the 
Portland General Agents & Managers 
Assn. One of the highest tributes to 
his service as a state official was his 
continued reappointment by _ succeed- 
ing governors. 

Mr. Thompson was urged to return 
to active life insurance by Harry J. 
Stewart, president of West Coast Life, 
a long-time close friend. 

CLARENCE EMMERSON, 62, of 
the sales development division of Mu- 
tual Life, died after a bief illness. He 
had heen with the company 44 years. 


ALBERT H. CURTIS, 87, an insur- 
ance leader in Boston for over half a 
century and one 
of New England 
Mutual’s leading 
agents for 44 years, 
died at Dorchester, 
Mass., following a 
period of poor 
health. He started 
in insurance with 
United States Life 
at Boston and 
joined Union Cen- 
tral Life seven 
years later, repre- 
senting that com- 
pany for six years 
before he went 
with New England Mutual as general 
agent in 1901. 

Starting from scratch at age 35, Mr. 
Curtis developed his agency to where 
there was more than $90 million of in- 
surance in force at his retirement in 
1945. When the agency (now under 
the direction of Wm. Eugene Hays) 
celebrated its 50th anniversary last year, 
its $120 million of insurance in force 
ranked it with the top sixth of all life 
insurance companies in the country. Mr. 
Curtis also was an outstanding salesman 
in his own right. His largest case of 
$2,300,000 on four brothers is still one 
of the highlights in Boston insurance 
history. His largest single sale on one 
life was $1,300,000. 

JOHN D. REES, 70, oldest employe 
of Midland Mutual Life, died at Colum- 
bus. He had been with the Midland 
Mutual 43 years and had edited the 
company’s publications. 

DAVID J. KADYK, partner in the 
Chicago law firm of Lord, Bissell & 
Kadyk, and the man in that firm with 
whom London Lloyds representatives 
at Chicago had the closest dealings ever 
since Lloyds became regularly licensed 
in Illinois and with Lord, Bissell & 
Kadyk as Illinois attorney-in-fact, died 
at St. Luke’s hospital, Chicago, at the 
age of 55. Mr. Kadyk was _ incapaci- 
tated for nearly a year commencing in 
1948 due to heart attacks, but since 
then he had been in active service. He 
was preparing to go to Florida for a 
fishing trip and first went into St. Luke’s 
hospital for what he thought was a 
minor condition. 

Mr. Kadyk was born at Fulton, IIl., 
and graduated at University of Illinois 
and University of Illinois law school in 
1922. He became assistant attorney gen- 
eral of Illinois in 1925 and was shortly 
assigned to the insurance department 
and over the years became well and 

(CONTINUED ON NEXT PAGE) 
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Statistics Made Attractive 


Fidelity Mutual came up this year 
with another unusual annual report to 
its employes, its third effort to develop 
reader interest out of the unusually dry 
statistics of a company’s operations. 

In its report this year the camera 
went to each department, obtaining pic- 
tures of a quiz panel in each area. ‘he 
panel in each case included the two 
top officers of the department and three 
employe members of the board of gov- 
ernors of the Fidelity Mutual Club. 
The text was in dialog form, questions 
from the employes, answers from the 
officers. In all, there were 44 persons 
featured in the issue. This represented 
another and different use of the televi- 
sion theme which was employed in re- 
porting on the year 1950. 


Military Bosses Hard to Handle 


The state insurance commissioners 
are still having difficulty inducing com- 
manders of federal military bases to set 
up safeguards against fly-by-night in- 
surance solicitation. In some cases, the 
military commanders have agreed to 
police solicitation on their base until 
it is as least somewhat comparable 
to supervision in the state surrounding 
the base. In a number of other bases, 
military commanders have paid lip serv- 
ice to the commissioners and done very 
little. 

The insurance commissioners are not 
the only ones to have difficulty in get- 
ting military commanders to see things 
their way. The post exchange service 
for the army and air force, an organi- 
zation staffed by civilians, has for some 
years been trying to translate its own 
recommendations and terms to military 
base commanders. The average peace- 
time military base commander has had 
little or no business experience, he is 
a professional military man and he is 
used to running things his own way 
without interference from civilians. The 
exchange service has had the greatest 
difficulty disentangling the patronage 
systems which many military base com- 
manders have set up and consider their 
own prerogatives. It is with the great- 
est difficulty that the exchange has ex- 
tended its control nationally and taken 
over cleaning establishments, beer par- 
lors, etc., over which base commanders 
formerly exercised control. 

In recent months the exchange service 
has been pushing a drive to eliminate 
booths where insurance is sold by cer- 
tain persons favored by the base com- 
manders right in the post exchanges. 
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The exchange service is opposed to such 
procedure and has succeeded in eradi- 
cating the practice, but it has been a 
slow process even for an organization 
which is much more closely allied to 
the military than a state insurance de- 
partment. 


Insurance Memorial Day 


An impressive life insurance contribu- 
tion to the Memorial Day services in 
New York City was provided by the 
American Legion posts of Metropolitan 
Life and New York Life at Madison 
Square Park. There 2,000 paraded, all 
employes of the two companies whose 
home offices overlook the park. Wreaths 
were placed on the Eternal Light monu- 
ment along with bronze tablets memo- 
rializing deceased war veterans who 
were employes of the two companies. 


Others Are in the Same Boat 


Life insurance is by no means the 
only business that is plagued by high 
turn-over among salesmen and_ the 
heavy cost of recruiting and training 
men who turn out to be flops. Al 
Seares, vice-president and director of 
general sales and service of Remington 
Rand, Inc., told the annual convention 
of the National Sales Executives, of 
which he is board chairman, that “one 
of the most serious problems facing all 
of us is the grievously high turnover in 
salesmen which has many costly and 
disastrous consequences.” 

Mr. Seares doesn’t believe there is 
any single cause that can be found and 
remedied easily but, he said, “you will 
all agree with me that the sales or- 
ganizations of our country are paying 
a staggering bill for recruiting and 
training men who are failures as sales- 
men. This social and money cost must 
be reduced.” 

“We have to be pickers of men, 
which means we have to assist our 
own judgment with what psychologists, 
statisticians, and other specialists can give 
us in basic information,” he said. 

Mr. Seares might have been address- 
ing a life insurance gathering when he 
said: “I think that too often in the past 
and even at present we have been in- 
clined to pick our sales management 
associates for sales ability rather than 
for their skill in managing and training 
and leading men.” He went on to say 
that “we must work out and use faith- 
fully some equivalent in training fu- 
ture sales executives to the training 
given to future operating executives in 
other phases of business.” 
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AMONG COMPANY MEN 





Standard of Mississippi 
Names Owen Medical Head 


Standard Life of Mississippi has 
named Dr. George W. Owen medical 
director to succeed the late Dr. M. 
Brister Ware. 

Dr. Owen is a graduate of Vander- 
bilt University medical school. Follow- 
ing internship in the Canal Zone, he 
joined the Poly Clinic at Memphis as 
a specialist in internal medicine and 


diagnosis. He subsequently practiced 
at Shelby, Miss., and later at Jackson. 





Republic Names Periman 


Republic National Life has named 
Barbara Periman director of publica- 
tions, advertising, and publicity, to suc- 
ceed Francis J. Bohl, who has resigned. 
Miss Periman will edit “Operations 
Ho!” home office publication, and the 
agency magazine, “Republic National 





IT HAS “WANT APPEAL"! 





The unique Berkshire “Progressive Security Plan” is a popular 
easy-to-sell policy that is building production for our agents on 
a steadily increasing basis. It accounts for approximately 20% 


of their volume in the Juvenile field, and fre 


ently leads to the 


sale of additional policies to fulfill other needs. Here is a typical 
example of the complete, modern line of Berkshire’s active 


commission-makers ! 








PROGRESSIVE SECURITY PLAN 


Ultimate at Age 1 Policy 
Ages of Issue 0 to 14 Inclusive 


(Not available in New York State below Issue Age 5. However, Ultimate at Age 5— 
Return Premium Policy is available Ages 0 to 4.) 

















A 
ESTATE when MOST NEEDED 






Substantial 














Bosic Sum 
$5,000 to Age 21 
























AGE 21 









Total 
Total Premiums to Age 65 


Excess Over Cost 


are computed on the same basis as 


2 
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_ JEFFERSON NATIONAL 





Level Premium to Age 65 


Illustration — Five units — based on Age 5 Male 
Annual Premium $266.75 


Guaranteed Cash Value at Age 65 
Dividend* Accumulations at Age 65 


©The dividends in this illustration are neither estimated nor guaranteed, but 
the scale of dividends in effect on the 
date of this illustration (July 1, 1951 Basis). Similarly, the interest rate 
assumed is that currently allowed on such accumulations. 











$20,300.00 
12,454.25 


$32,754.25 


$16,749.25 









COMPLETE 
PROTECTION © 


Agency Franchises Available 


Lo 


th Seg ll PUPICE ( THUY 
INDIANAPOLIS INDIANA 


Star.” She is a graduate of University 
of Texas. 


Anderson Retires as Asst. 
Agency Chief of Travelers 


Harry W. Anderson, who has been 
assistant superintendent of agencies of 
Travelers since 1935, is retiring from 
active service. 

A native of Chicago, Mr. Anderson 
went with Travelers in 1921 as field 
supervisor there. He later became vice- 
president and sales manager of the 
Rockwood Co., Chicago general agency 
of Travelers, and remained there until 
1934, when he joined Travelers’ home 
office staff. 

In 1935 he was appointed assistant 
superintendent of agencies with super- 
vision of general agencies throughout 
the country. In 1949 he was given 
supervision of Greater New York, New 
Jersey, Delaware and Philadelphia. 

He is the founder of the Later Life 
Career League, and has been active for 
many years in the field of later life 
careers and hobbies. 


Sun of Md. Names Frank 


Sun Life of Maryland has apppointed 
Bertram A. Frank assistant secretary 
and general agency manager, and Nor- 
man F. Edmonds assistant general 
counsel and assistant secretary. 











Franklin Names Dickerman 


Franklin Life has appointed Robert 
W. Dickerman assistant actuary. Mr. 
Dickerman joined the actuarial depart- 
ment in 1949, following graduation from 
University of Michigan. He is an as- 
sociate of Society of Actuaries, and a 
veteran. 


COMPANIES 


Manufacturers Life Passes 
$11/2 Billion in Force Mark 


Manufacturers Life passed the $1% 
billion insurance in force figure in May. 
Founded in 1887, the company had its 
most successful period during the past 
five years, the business in force figure 
increasing 50%. 

About 90% of insurance in force is 
ordinary, with 43% of the total in Can- 
ada and 28% in the U.S. 


To Open New Addition 


An informal open house celebrating 
the completion of a new addition to the 
home office of Indianapolis Life is an- 
nounced for June 11. The modern addi- 
tion matches the brick and stone ex- 
terior of the present building, has three 
floors and basement, and is air-con- 
ditioned. The original home office build- 
ing, occupied by the company since 
1923, is located on a landscaped plot of 
ground of 4% acres in the residential 
district three miles north of the business 
center of Indianapolis. 

Governor Schricker, Mayor Clark and 
Commissioner Viehmann_ will partici- 
pate in a tree-planting ceremony as a 
special feature. 


B.M.A. Weather Beacon 


Business Men’s Assurance has_in- 
stalled a weather beacon on top of its 
home office building in Kansas City. 
The building is visible to hundreds of 
thousands of travelers who go through 
the city every year, and faces Union 
station. 














Independent L. & A. of Jacksonville, 
Fla., is planning to build a 16-story 
home office building there at the cost 
of $4 million. Construction is expected 
to begin in a month. 





Colonial Life will issue a 15 cent 
dividend per share, payable June 10 to 
stockholders of June 2. 


DEATHS 


Te 

(CONT'D FROM PRECEDING PAgpR) 
favorably known to insurance people 
He handled a number of important Cases 
including the Peoria Life receivership 
He went to Lord, Bissell & Kadyk jg 
1936. He had a prominent part in 
fashioning the present Illinois insurancg 
code. He was a former chairman of the 
insurance section of Illinois Bar Aggp 
He was a director of Central Standar 
Life of Chicago. 

A younger brother, John Kadyk, j 
with the Illinois insurance department 

ROBERT T. CREW, 65, former Ohio 
superintendent of insurance, who Was a 
director of Ohio State Life, died in Gran 
Hospital at Columbus. He had suffered 
a heart attack while in Florida and hag 
been flown home. He had not been jp 
good health for six months. At the time 
of his death Mr. Crew was vice-president 
and trust officer of Ohio National Bank 
At one time he was active in politics 
and in his early days was in newspaper 
work at Zanesville and Columbus, 


DONALD C. McLEAN, 35, assist. 
ant actuary National Life of Vermont, 
shot himself to death in his home at 
Montpelier. Mr. McLean became ag. 
sistant actuary three weeks ago. He 
had been with the company since 1947, 

ALBERT H. THOMAS, 81, director 
of Midland Mutual Life, died at (Cp. 
lumbus, O., following a short illness, 

MRS. JAMES R. YOUNG, wife of 
the director of publications of the 
American College, died at Philadelphia, 

Theodore A. Guest, research assist. 
ant of L. I. A. M. A., has been pro- 
moted to research associate. 

BENJAMIN L. CHURCH, 61, Me- 
tropolitan field management supervisor, 
died of a heart ailment while visiting 
in Cobleskill, N. Y. Mr. Church was 
withe the company from 1924 until his 
death. 











Check these points — 


Centrally located just 45 minutes 
from the heart of Chicago ia 
suburban Highland Park. 
Stately Georgian buildings sur 
rounded by 2! beautiful wooded 
acres overlooking Lake Michigan. 
No commercial distractions, 00 
sity turmoil. Keep your men te 
gether in a quiet “country home” 
work-inspiring atmosphere. 
Private beach and every recree 
tional facility on the grounds o 
close by 
No extra charge for use of ball 
¥ room and conference rooms of 
varying sizes. 


Coavention or sales groups given first preter 


~— i > 
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ACCIDENT Intyre, Mutual Heneit. 1 > ¥ be More “Presidents” Meets Set Award for Pru Safety Work 
Robert Burrows, Travelers, are vice- A total 394 qualifiers for the presi- Prudential was the only insurance 
ag presidents, and U. E. Penwell, American ent club of Lincoln National Life, 30% company to receive the National Safety 
PAGE) To Study Cal. Health Covers Service Bureau, secretary-treasurer. more than last year, will attend meetings Council public interest award for 1951. 
People, Asa V. Call, presdent of Pacific Mu- at Mackinac Island, Mich., June 16-18; This was given in recognition of the 
= — tual Life, has been named chairman of | San Francisco A. & H. Managers a re Bw a a a= company’s contribution to safety edu- 
i a special committee of California Cham- Assn. will hold its annual golf tourna- PEC vill pan July yer _The cation and accident prevention work 
yk in ber of Commerce to survey the status ment and outing June 13 at California M°CUMSS will teature sales clinics on among the general public. s 
Part jin 4 availability of voluntary health in- Golf Club. A. & H., and life insurance. The citation was based on the safety 
Surance pa thi in California. education featured on a daily Prudential 
fe the The study will determine how many JOHN A, FLUMMERFELT, 90, former DAVID BALDINGER, 70, with Metro- ‘@4i0 program and various articles ap- 
Assn, Californians are insured under privately superintendent at Watertown, N. Y., of politan Life at Milwaukee since 1927, Paring in its house organ and folders 
tandard socaeed voluntary health insurance and. Prudential, died suddenly at his home. died there following a long illness. distributed to the public. 
yk ; | what protection their coverage affords. = 
a “2 To develop facts, questionnaires will 
mest be sent to insurance companies, hospital 
er Ohio and medical service organizations and 
> Wasa | fraternals offering prepaid medical in- 
Nn Grant | surance. Forms also will be sent to 
suffered representative employers to ascertain 
ind had the extent to which individuals are 
been in taking advantage of available protection. 
he time 
‘esident 
| Bank | Archer N. Y. Club Speaker 
Politics A. & H. Club of New York at its 
yspaper | dinner meeting at New York City June 
8. 12, will hear Dr. H. M. Archer, former 
assist. | head of Aetna Life’s accident depart- 
ment and now honorary commissioner 
he: oa York City fire d 
me at ¢ of the New Yor ity fire department. 
ne as- 
at | Miller St. Louis President 
aca Hal B. Miller, Mutual Benefit H. & 
st ri A., was elected president of A. & H. 
pee ® | Underwriters Assn. of St. Louis at its 
-. . | annual meeting. He succeeds John A. 
vite of | Dugan, General American Life. 
f the Joseph A. Redel, Columbian National 
elphia. Life, was elected vice-president; Ray 
assist. | Macher, Occidental Life of California, 
n pro- | secretary, and Edward McCullom, Amer- 
ican Life & Accident, treasurer. 
|, Me- 7 
rvisor, | Merriam Portland President 
we George R. Merriam of Cosgrove & 
., “4 | Co. has been elected president of Port- 
til his | jand (Ore.) Assn. of A. & H. Under- 
writers. E. J. Coffey of the Harry K. 
wm | Coffey & Associates agency of Mutual 
Benefit A. & H., was named vice-pres- 
ident and Harry E. Trueblood, North- 
west Accident & Health, reelected sec- 
retary. James S. Vincent, Washington 
National, retiring president, was elected 
to the board. 
Donovan Heads Texas Group 
R. B. Donovan, vice-president of 
United American, has been elected pres- 
ident of Texas A. & H. Claims & Under- 
writers Assn., to fill the unexpired term 
of G. T. Delahunty, formerly of Dallas, 
who resigned when he moved to Chi- m 
cago. Mr. Donovan formerly was vice- W IT h ¥ Hi Hi : d es 
president of the organization, which has e Ca LIN 1S ONOT Lo TEMIN us 0 Oud OWN 
voted to expand its activities to include 
representatives of all Texas companies 
providing A. & H. coverage. ; 
} oer R. O' eee, Denne ri AT HOME he’s a man much like the rest of us. He plays with to sway him, and hope even more that he cannot be swayed. 
is the new vice-president, an iss . . AE : dp : 
Doris Bates, Reserve Life, is secretary- ~ —- — mor phigh his newspaper, What does he think about, sitting high and lonely at 
Gyneurer. a ee Se the bench? Is it only the law, or is there something else? 
utes . But in the morning, when he goes to work, he puts on a Maybe he remembers, with some deeper part of 
> ln Throgmorton at Okla. City plain black robe and becomes something bigger than his mind, that all the laws written in his big books are 
wre] | of Dintenh “Lk , yee Posie himself. different ways of saying one simple thing: We, the people, 
ET ‘ i : want fair play for every man. Maybe that is what 
ded - Throgmorton, vice-president and di-| There's a touch of ceremony as he walks into the ‘ : 
gan, rector of public relations of Republic ey y ’ : keeps him strong and clear and calm while the angry 
oi National Life, spoke on “A. & H.| courtroom. “Please rise,” says the Clerk, in a formal kind argument swirls around him. 
to} | Comes into Its Own.” ; ; of voice. “His Honor, the Judge. . .” : . Pa 
me" ‘We are living in an economic period <p “Your Honor” we call him. But it is our own honor we 
= Eagpaued : angus ngand ssa mee And we all stand for a moment in silence and respect, mean. We have woven into the plain black robe the ideals 
rea said. He cited a pened Ceeiee Gh remind His Honor and ourselves of what we expect from that make up the honor of an American—our devotion 
1 of disability as creating a commensurate | 2 ™an we've asked to wear the plain black robe of justice. to what is right and good, our determination to 
growth in demand for A. & H. insur- eer : , Mg sak 
ball} | ance, an opportunity the agent should} Now his difficult work begins. People talk to him— ante ee EN ~~ a help. fase these every day, 
of oe overlook. arguers all; attackers and defenders, each believing that he Wee ee eer ae Oe 
PE al mage Bly a Mlentele gps alone is right. Feelings run high, voices are raised, tempers The Clerk faces the courtroom. “His Honor, the Judge,” 
tered the A. & H. field were Sect are lost, manners are forgotten—but not by the Judge. says he. And we rise with a touch of ceremony 
guests. He is a soother of tempers, a referee among fighters, a cool as our ideals walk slowly toward the tall oak bench. 
guardian of the rules. He is the protector of both 
Boyer Columbus President sides and the partisan of neither. Both sides hope 
Martin T. Boyer, Massachusetts Pro- MUTUAL LIFE INSURANCE COMPANY 
tective, has been elected president of BOSTON, MASSACHUSETTS 
Columbus (O.) Assn. of A. & H. Un- . 
derwriters. He succeeds B. W. Mc- 
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NEWS ABOUT LIFE POLICIES 





Pacific Mutual Raises 
Non-Medical Limits 


Pacific Mutual Life has increased the 
limits of non-medical insurance written 
in one year to the following: Ages 0-9, 
$5,000; 10-30, $10,000; 31-35, $7,500; 36- 
45, $3,000. The limit written until ex- 
amined is $10,000. 

The preferred risk life fully paid at 
age 85 plans may not be submitted on 
a non-medical basis. Term plans (in- 
cluding decreasing term), modified life 
and decreasing term riders may not be 
issued on a non-medical basis for more 
than $5,000 in one year. 

A regular medical examination will 
be required if the insurance applied for, 
together with that in force, exceeds 
$75,000. 


New Atlantic Life Riders 

Atlantic Life is issuing new family 
security and home security riders. 

The family security rider replaces the 
former family income rider and pro- 
vides for monthly incomes from the 
date of death to the expiration date. In- 
sureds’ age at expiration date, however, 





cannot exceed 70. Income is independent 
of the basic policy so that the principal 
amount can be paid at death or held 
under a settlement option. Minimum 
policy to which the rider will be at- 
tached is $2,500. Minimum monthly in- 
come to be provided by the rider is $25, 
and the maximum is $25 per $1,000 of 
basic policy for security periods 10 
through 20 years, $20 per $1,000 for 21 
through 30 years, and $15 per $1,000 for 
31 years or more. 

The home security rider is an an- 
nually reducing mortgage redemption 
rider issued for 10, 15, 20 or 25 year 
periods, the one schedule of benefits for 
each period approximating the balance 
on a 54%% mortgage. Minimum policy 
to which the rider will be attached is 
$1,000. Minimum initial amount of the 
rider is $4,000 and the maximum amount 
is 4 times the face amount of the 
basic policy. 





New Mortgage Protection Plan 


National Security of Texas has intro- 
duced a 20-year mortgage protection 
plan with premiums reduced at the end 
of 16 years. Deposits may be continued 





CHILDREN 
DO GROW UP! 


due $1,000 juvenile policy you sell today 
— where will it be in 20 years? 


Will it endow and leave a grown-up young- 
ster uninsured? Will it pay up and leave him 
underinsured? Can you guarantee he may 
then obtain more insurance at any price? 


Occidental’s newly improved Junior Estate 
policy holds the answers because each 
$1,000 of initial protection you sell now 
automatically becomes $5,000 at insurance 
age 21—without premium increase or 
evidence of insurability. 


Dads still call the Junior Estate policy 
“a miracle of insurance.” 





“A Star in the West..." 
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“WE PAY AGENTS LIFETIME RENEWALS. 





.. THEY LAST AS LONG AS YOU DO” 





at the reduced basis, with 20% of the 
initial amount remaining in force on a 
permanent insurance plan. 


Ohio State Life Increases 
Its Non-Medical Limits 


Ohio State Life has increased its non- 
medical limits and changed agent quali- 
fications for the non-medical privilege. 
The company will consider non-medical 
applications on males and females, ages 
0 to 14 of $5,000; on males of 15 to 
35, for $10,000, and on females in this 
‘bracket for $5,000; on males and fe- 
males ages 36 to 40, $5,000. . 

The maximum aggregate amount of 
monthly income for which an applica- 
tion will be accepted on the non-medical 
basis is $50 for either male or female. 
When the maximum amount of non- 
medical has been issued, a medical ex- 
amination by the company is required 
for additional insurance after which the 
applicant is again eligible for consid- 
eration on the non-medical basis. 

The non-medical privilege may be 
granted to full-time agents if they apply 
for it, and if they have completed the 
company’s training course or had satis- 
factory experience in the writing of non- 
medical business with another company 
and if they are recommended by their 
general agent. : 

The non-medical privilege will be 
granted to part-time agents for similar 
reasons. All general agents will have 
the non-medical privilege. 


To Finance Hartford Hotel 


Aetna Life and Travelers will be 
principal financers of the 16-story 450- 
room Hartford Statler hotel on which 
bids are now being accepted. National 
Production Authority has released ma- 
terials for the building which will be 
furnished and equipped by the Hotel 
Statler Co. and on completion will lease 
it under a long-term lease from the in- 
surance companies. The hotel will face 














AGENCY NEWS 


Klein Home Life May Leade; 


Klein agency for Home Life of New 
York, Chicago, led all company agencies 
in paid business for May. roduction 
leaders were Don Roseroot, Larry Sha- 
piro, Jack Little, Charles Malin, anq 
Bernie Marks. The agency also ranks 
second among company agencies 
through the first five months. 


Lotito Office Christened 


Lincoln National Life held a reception 
for its new general agent at Chicago 
Frank G. Lotito, at which Harry J. 
Shaffer, second vice-president and man- 
ager of agencies, and Willard C. Brudj 
superintendent of agencies, were pres. 
ent from the home office. 








Camps Agency Expands 

The Camps agency of John Hancock 
in New York City has moved to larger 
offices at 110 East 42nd street, where 
the agency has been located for many 
years. The move is timed with the 
14th anniversary of Mr. Camps’ contract 
as general agent. Since it was three 
years old, the agency has ranked con- 
sistently among the first 10 agencies of 
the company in paid business. 


Sobel Sets First-Year Mark 


Paid business for 1951 for the year-old 
Sobel agency, Manhattan Life, Phila- 
delphia, totaled $2,524,000, a company 
record for first-year operations. The 
agency also led all agencies under three 
years in volume for the year. Through 
April of this year, the agency ranks 
fourth in volume and seventh in pre- 
miums. 











Life & Casualty has appointed Jack L. 
Sims district superintendent at Roanoke, 





Bushnell park. 






VV) Health 
lv] Accident 


Vv Hospitalization 


Reimbursemen} 


Registered Life Protection 


Theo. P. Beasley, President 





,- Complete- 


» personal insurance service! 


[v] Medica] and Surgical VY] Brokerage 


Republic National 


Life Insurance Company 


Life insurance in force exceeds $375,000,000.00 





4) Group 
Y) Salar y Savings 
V) Fr anchise 
lV] Wholesale 







VV Reinsurance 






Home Office: Dalles 











June 6, - 


Prov 
Ups 


Provid 
Goode L 
ville, Va 
ager, a 
Clinton 
Jr., sup 
Knoxvill 
ager. 
oThe co 
also ap 
Thomé 
man, fe 
eral age 
luth, get 
emeritus 
man has 
the con 
years. | 
to receiv 
any’s é1 
. Mr. L 
1949 at | 
ate of Ul 
bell join: 
1946. 
nessee A 
past sec 
associat 
versity © 


Prude: 
Name 


Prudet 
Rapp, d 
Beach s 
district 
Chicago, 
who mo 
has _alsc 
manager 
to Brids 
nard A. 

Ray \ 
district | 
Edgar 1 
district ; 
mer reg 
succeeds 
after 33 
Wachtel 
Springs, 
Placek. 


Life of 
Floyd. 


Life o 
Floyd n 





James 


manager 
ceeds E 
personal 
McCullo 
tual Lif 


N. W. 


Norm 
pointed 
Albert | 
cock at 
Penn M 
came ar 
He was 
Office as 
of Colu 

He \ 


le 6, 1959 
=—=—:_ 
—— 
Leader 


Of New 
agencies 
‘Oduction 
try Sha. 
lin, and 
SO ranks 
en Cies 


eception 

icago, 
larry. J, 
nd man- 
 Brudi, 
re pres- 


Is 


Tancock 
O larger 
, Where 
T many 
Ith the 
-ontract 
S three 
ed con- 
ICies of 


























June 6, 1952 


LIFE INSURANCE EDITION 


17 








LIFE AGENCY CHANGES 





Provident Mutual 
Ups Love, Campbell 


Provident Mutual Life has promoted 

Goode Love, supervisor at Charlottes- 
ville, Va., to man- 
ager, and raised 
Clinton Campbell, 
r, supervisor at 
Knoxville, to man- 
ager. 
The company has 
also appointed 
Thomas B. Silli- 
man, retired gen- 
eral agent at Du- 
luth, general agent 
emeritus. Mr. Silli- 
man has been with 
the company 33 
years. He is first 
to receive the com- 3 
pany’s emeritus designation. ; 

Mr. Love went with the company in 
1949 at Charlottesville. He is a gradu- 
ate of University of Virginia. Mr. Camp- 
bell joined the company at Knoxville in 
1946. He is secretary-treasurer Ten- 
nessee Assn. of Life Underwriters, and 
past secretary and treasurer Knoxville 
association. He is a graduate of Uni- 
versity of Tennessee. 





Goode Love 





Prudential Transfers Two; 
Names Ruffner, Wachtel 


Prudential has transferred Leo G. 
Rapp, district manager at West Palm 
Beach since 1949, to new offices for 
district 17, 7508 South Saginaw street, 
Chicago, to succeed William Hadfield, 
who moves to district 2. The company 
has also transferred David J. King, 
manager district 15, New York City, 
to Bridgeport, Conn., to replace Ber- 
nard A. Gilhuly, who has retired. , 

Ray W. Ruffner has been appointed 
district manager Washington, Pa., and 
Edgar M. Wachtel becomes manager 
district 1, Louisville. Mr. Ruffner, for- 
mer regional supervisor at Milwaukee, 
succeeds Merle C. Liggett, who retires 
after 33 years with the company. Mr. 
Wachtel, former staff manager at Silver 
Springs, Md., replaces Rudolph R. 
Placek. 


Life of Virginia Names 
Floyd, Womble, McCullough 


Life of Virginia has named James S. 
Floyd manager of the new agency at 
Columbia, C 
Mr. Floyd was for- 
merly with New 
York Life at At- 
lanta. He entered 
the business with 
Peoples Life of 
Washington, D. C. 
The company has 
also named Wil- 
liam C. Womble 
manager at Jack- 
sonville, and Har- 
— = old D. McCullough 
” “= manager at San An- 
James F. Floya tonio. Mr. Womble, 
former assistant 
manager New York Life, Atlanta, suc- 
ceeds Earl Zebley, who has returned to 
personal production at Philadelphia. Mr. 
McCullough, formerly with Fidelity Mu- 
tual Life, replaces David S. Kimball. 


N. W. Rowley Assistant G. A. 


Norman W. Rowley has been ap- 
pointed assistant general agent of the 
Albert C. Adams agency of John Han- 
cock at Philadelphia. He started with 
Penn Mutual as office boy in 1913, be- 
came an agent in 1920 after war service. 
He was named supervisor of the home 
office agency in 1931 and general agent 
of Columbian National in 1950. 

He was chairman of the L.U.T.C. 








committee for the past year and also 
taught the advanced course. 


J. P. Smith Midland Mutual 
General Agent at Cleveland 


Midland Mutual Life has appointed 
Jack P. Smith general agent at Cleve- 
land to succeed Walter C. Hart, who 
will enter personal production. Mr. Hart 
has been with the company since 1922. 
Mr. Smith joined the company in 1947 
at Parkersburg, W. Va. He became 
supervisor of agencies in 1950. 


Gutleber Appoints Dillon 


The Gutleber agency of Colonial Life 
at Ozone Park, N. Y., has named James 
M. Dillon manager of the life depart- 
ment. Mr. Dillon entered the business 
in 1945. He is a recent graduate of 
L.U.T.C., and a veteran, 


LeBeau to Life of Virginia 

Norman J. LeBeau has joined the 
Miller agency at Chicago of Life of 
Virginia as brokerage manager. He has 
for nine years been brokerage manager 
of the Frank agency of State Mutual 











Life at Chicago. Mr. LeBeau entered 
the business in Chicago in 1926 as a 
John Hancock ordinary agent. He then 
went into the general insurance busi- 
ness, assisting brokers in selling life 
insurance, 


Philips Promoted in 
Prudential Transfer 


Prudential has promoted Wayne E. 
Philips, district manager at New Ken- 


sington, Pa., since 
1946, to regional 
manager at Pitts- 
burgh to succeed 
Harold FE. Con- 
nolly. 

Mr. Philips 


joined the company 
at Oil City in 1931, 
and later became 
supervisor there. 
He is president 
Pennsylvania Assn. 
of Life Under- 
writers. 

The company has 
also appointed 
Abraham N. Robertson regional super- 
visor at Pittsburgh. Mr. Robertson has 
been with the district sales department 
since 1927. 





Wayne E. Philips 


Buck Named at Fort Dodge 


Guarantee Mutual Life has appointed 
Arthur R. Buck general agent at 400 
State Bank building, Fort Dodge, Ia. 
Mr. Buck entered the business in 1942, 
subsequently becoming associate man- 
ager, and then manager. 


Pilot Life Names Slickis 


Pilot Life has appointed John V. 
Slickis claim manager at Washington, 
D Mr. Slickis was formerly claim 
representative at Lakeland, Fla. He will 
be succeeded there by William F. Heil, 
who transfers from Detroit. 


White New Genera! Agent 


Massachusetts Mutual Life has pro- 
moted Fred H. White, manager at 
Buffalo since 1950, to general agent. 
Mr. White entered the business in 1939. 
He is a graduate of University of Wash- 
ington. 














Trust Officer to Speak 


Thomas Moore, vice-president and 
trust officer of the Marine National 
Exchange Bank, Milwaukee, will discuss 
“Insurance Opportunities in Coopera- 
tion with Trust Officers” at a luncheon- 
meeting of Milwaukee C.L.U. June 6. 





terms.” 











~ 


John Teppler says, “Prudential’s Temporary Income policy com- 
pletely covered this $8800 mortgage for only $19.32 quarterly at 
age 35. Rock-bottom cost is what makes this plan so popular with 
my mortgage insurance prospects. It is thrifty decreasing Term 
insurance, and Prudential makes it available in a wide variety of 


The Temporary Income policy can be tailored to fit the needs 
of almost any prospect. Just get from your prospect: HIS 
AGE, INTEREST RATE, MORTGAGE BALANCE, YEARS 
FOR MORTGAGE TO RUN. Your nearest Prudential Agency 
will supply the other details. Call on us today. 


The above facts are based on an actual case, 
but, of course, true identities are not given. 


THE PRUDENTIAL Insurance Company of America 


A metual life insurance company 
HOME OFFICE: 


Mrs. Anne Caldwell, mother and homemaker, says — 


“My husband died less than two months after we got 
this policy. But thanks to John Teppler, our insurance 
man, the children and I have a roof over our heads 
today — and our home is free and clear.” 


PRUDENTIAL 
SECURITY PLANS 
SELL 

BECAUSE THEY SERVE 





NEWARK, WN. J. 
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NEWS OF LIFE 


ASSOCIATIONS 





Oaks Elected President 
of Connecticut Association 


Charles K, Oaks, of Phoenix Mutual, 
Hartford, was elected president of Con- 
necticut Assn. of Life Underwriters at 
its annual meeting in New Haven. 

Charles L. Gordy, Fidelity Mutual, 
New Haven; Herman Chansky, Metro- 
politan, Meriden, and Anthony Espito, 


Metropolitan, Stamford, were named 
vice-presidents and Philip I. Holway, 
Connecticut General, Hartford, secre- 


tary-treasurer. 





Propose Enlarging Area 
Served by D. of C. Assn 


WASHINGTON—District of Colum- 
bia Assn. of Life Underwriters at a 
meeting here June 11 will consider a 
proposal that the territory it serves be 
-expanded to include nearby areas of 
Maryland and Virginia which are con- 
sidered part of the Washington metro- 
politan district. 


The proposal, most important of sug- 
gested changes in association by-laws, 
would set up a branch chapter at Silver 
Spring, Md., another in Virginia. Sep- 
arate meetings would be held at these 
locations. The plan is similar to that 
adopted by the Boston association. It 
would require approval of the N.A.L.U. 
board of trustees. 


Plan 3 Indiana Schools 


Three leadership training schools for 
new local association officers will be 
staged by Indiana Assn. of Life Under- 
writers on June 14. The cities and re- 
spective chairmen are Elkhart, G. F. 
Lambdin, Equitable Society; Kokomo, 
Harry Foreman, Wisconsin National, 
and Bloomington, Harold Mumby, New 
York Life. 








New Hampshire Sales Meet 


Speakers at the recent sales congress, 
sponsored by New Hampshire Assn. of 
Life Underwriters at New Castle, in- 
cluded Graham A. Walter, manager 





pro 








“Her job has something in common with ours, Ed . . . It takes 
constant activity if you want to be a success!” 


Bankerslifemen Are Keen 
Observers 


Typical Bankerslifemen are keen enough observers to find les- 
sons for themselves wherever they are . . . although the carnival 
visit pictured here is not routine practice. 


Seriously, Bankerslifemen are truly keen observers in look- 
ing for and fmding ways to serve their clients better. They 
have the training to know how to look for most effective meas- 
ures . . . and the policy forms to help them work them out. 
Training and study are on a continuing basis for typical Bank- 
erslifemen . . . keeping them thoroughly up-to-date. 


Their upility to see the ways to serve clients most effectively 
contributes to making Bankerslifemen the kind of life under- 
writers you like to know as friends, fellow workers or com- 


petitors. 


BANKERS 


DES MOINES, 


Canada Life, Toronto; N. Dean Rowe, 

Mutual Life, Johnson, Vt.; Kenneth P. 
Dowd, manager sales training Phoenix 
Mutual Life, and C. Brainerd Metheny, 
general agent Fidelity Mutual Life, 
Pittsburgh. Gov. Sherman Adams and 
Insurance Commissioner Knowlton 
were honored guests. 





Wyoming Officers Elected 


Wyoming Assn. of Life Underwriters, 
at the annual convention at Casper, 
elected the following officers: Donald 
J. Noonan, Equitable Society, Casper, 
president; Ernest R. Cole, Jefferson 
Standard Life, Cheyenne, 1st vice-presi- 
dent; J. Mason Henry, New York Life, 
Casper, 2nd_ vice-president; J. C. 
Schuetz, Jr., Midwest Life, Casper, sec- 
retary-treasurer. 





Chattanooga—Joseph W. Davis, Vol- 
unteer State Life, was elected president; 


Edwin oO. Martin, 1st vice-president; 
Paul Russom, 2nd _ vice-president, and 
R. C. Patton, secretary-treasurer. 


Orangeburg, S. C.—Horace E. Harley, 
Life of Georgia, was elected president; 
W. T. C. Bates, vice-president, and J. C. 
Tyler, secretary-treasurer. 

Savannah, Ga.—The following official 
slate was elected: Melvin S. Blitch, man- 
ager Life of Virginia, president; John 
W. Stephens, Massachusetts Mutual Life, 
1st vice-president; Clark R. Waites, Life 
of Georgia, 2nd vice-president; Milton 
Kibler, New England Mutual Life, treas- 
urer. 





Lockport, N. Y.—New officers are: 
President, Fred Hyde; vice-president, 
Weldon Bedley; secretary, Mrs. Marie 
Kenefic; state delegate, Patrick Med- 


riska. 

Leavenworth, Kan.—Don Weidemier, 
National Life & Accident, was advanced 
‘to president, succeeding E. B. Brunson, 
Northwestern Mutual. Vice-president is 
Joseph Tyson and _ secretary, Thomas 
Steinle, both of Metropolitan. The Atchi- 
son association has been invited to meet 
with the Leavenworth association June 
11 to consider plans for a joint L.U.T.C. 
class. 

St. Paul—Edward J. Peterson, North- 
western Mutual Life, was elected pres- 
ident at the annual meeting. George J. 
Brown, Equitable Life of Iowa, and 
Fred J. Tauenstein, Phoenix Mutual 
Life, were named vice-presidents. Wil- 
liam Nelson, Massachusetts Mutual, 
continues as secretary. The association 
will stage a golf tournament June 18. 


Watertown, N. Y.—Lawrence A. La- 
pointe, chairman of the nominating 
committee, at a meeting of the North- 
ern New York association reported 
the following slate of officers: William 
I. Graf, president; Harold W. Grieco, 
vice-president and Spencer A. Tarrien- 
ger, secretary. A recording of an ap- 
peal by Charles E. Cleeton, president 
of the National association, urging 
participation in the N.A.L.U. head office 
building fund, was heard. 

Pittsburgh—J. Lawrence Hanby, Me- 
tropolitan, Beaver Falls, will discuss 
“Collect and Detect,” June 12, at New 
Castle. The following day, Eugene B. 
Vezie, Prudential, Carnegie, will talk 
on “Making Everybody’s Business 
Stick” at Beaver Falls. 








Shows 61 Retirement Plans 


The Employee Benefit Plan Review 
has published a special report on the 
thighlights of 61 corporation retirement 
plans. Approximate 1951 retirement 
plan cost figures and total assets of the 
retirement funds for the leading firms 
are shown. The cost figures include 
employe contributions in cases where 
the plan is contributory. Copies of the 
survey are available from the Employee 





COMPANY 
1OWA 


Benefit Plan Review, 166 West Jack- 
son boulevard, Chicago 4. No charge 
is made for single copies. 


Pyramid of Ark. Not Named 


Pyramid Life of Little Rock has no 
connection with the Sammons _insur- 
ance fleet and should not have been 
mentioned as a unit in that group in 
the story in the May 23 edition headed, 
“TIlegal Service Is Cravey’s Plea in 








Bankers L. & Case.” 





LIFE MANAGERS 


Fort Worth Managers Elect 


Fort Worth managers have elected 
Lucian Willoughby, Prudential, preg. 
dent; M. S. Bennett, Lincoln Nationa 
Life, vice-president, and Thomas ¥ 
Moody, Connecticut Mutual Life, secre. 
tary-treasurer. Weldon Maples, Amer. 
ican General Life, has been appointeg 
program chairman. 


Milwaukee Cashiers Elect 


Milwaukee Life Insurance Cashiers 
Assn. has elected Oscar Gehrman, My- 
tual Life, president; Irene Smith, Cen. 
tral Life of Iowa, vice-president, and 
Grace Grooms, John Hancock, secre 
tary. 





New Beaumont Association 


Robert H. Magruder is president, Joe 
F. Gilbert, vice-president, and John 
L. Bailey, secretary-treasurer of a new 
life insurance management club formed 
at Beaumont, Tex. 

With special permission from the 
Beaumont Assn. of Life Underwriters, 
a group of 16 managers and general 
agents met with Leo A. Moll as tempor- 
ary chairman. A meeting is being held 
June 6 to present a proposed consti- 
tution and by-laws. 





Birmingham cashiers have elected 
Edith McGill, Paul Revere Life, presi- 
dent; Marie Campanotta, Occidental of 
California, vice-president, and Connie 
Gray, National Life of Vermont, secre- 
tary-treasurer. 








WANT ADS 


Rates $13 per inch per insertion— 1! inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 








WANTED 


Assistant Cashier and 
Bookkeeper 


To take charge of rapidly expanding premium 
collections, reports, employee tax returns, two 
sets of books (double entry), statistical stud- 
ies, cost analysis, etc. Work and live in beau- 
tiful surroundings in small town one hour from 
New York. Opportunity for advancement for 
one interested in learning more about the life 
insurance business through study of L.O.M.A. 
with expenses paid. Accuracy with figures, abil- 
ity to compose and efficiently type one’s own 
letters essential. Starting salary from $50 to $75 
per week depending upon ability and experi- 
ence. Replies held confidential. Reply to: John 
Kellam, C.L.U., General Agent, National Life 
Insurance Company, Box 488, New Canaan, 
Connecticut. 








WANTED 


Manager for Home Office 


Accident & Health 
Department 


for a Southwest Life Insurance Company. Here's 
a real opportunity. This is a new departm 
and need an experienced man in Accident 
and Health to design policies and sales ma- 
terial. Write us about yourself. Your inquiry 
will be kept confidential. Address L-63, The 
National Underwriter, 175 West Jackson Blvd., 
Chicago 4, Illinois. 








WANTED: 

SALES PROMOTION MANAGER: 

To take full charge of an established Sales Prome- 
tion Department of a 50 year old, rapidly expand- 
ing, billion dollar Life and A & H company. 
background in both Life and A & H_ highly 
desirable but not imperative. Sales experience help- 
ful. Address L-75, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








FLORIDA LOCATION DESIRED 
Experienced unit manager and successful pro- 
ducer seeks general agency, educational direc- 
tor, or H. O. agency director. Both large and 
small company background. Age 40—8 years ex- 
perience. Address L-83, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 
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ales Ideas That Work 





Let the Prospect 
Decide How Much 
and to Whom 


It isn’t often that a lawyer and tax 
specialist passes on a direct selling hint, 
but this does not stop Robert F. Spin- 
dell of Chicago who has gained a 
reputation for sales “savvy.” At the 
underwriting forum sponsored at Peoria 
recently by the Central Illinois C.L.U., 
Mr. Spindell spoke of the technique of 
one of his friends among the life in- 
surance agents in Chicago. He said 
that when, as often happens, a sub- 
stantial estate owner asks this agent 
whom he shall name as beneficiaries, 
the agent replies something to this 
effect, “I haven’t the slightest idea as 
to how your insurance policy should be 
set up. I don’t even know whether you 
should take it out. I don’t know who 
the beneficiary should be and I don’t 
know how much you should buy.” Mr. 
Spindell reported that clients receiving 
such a treatment sometimes become a 
little flabbergasted and ask the agent 
what he means. Then the agent launches 
into his reason for the over-all estate 
family picture. Such an analysis often 
opens the door to additional sales along 
the following lines: 

If the wife has a substantial estate 
and takes out the insurance on her 
husband’s life, by taking the proceeds 
out of his taxable estate, it is easy to 
sell the husband on buying a larger 
amount of insurance. 

If the agent knows the size of his 
client’s and his wife’s estate, a program 
can be worked out not only for pro- 
viding estate taxes for his own estate, 
but policies taken out by him on his 
wife’s life. This has become increasingly 
accepted, Mr. Spindell said. . 





THIRD PARTY 





He indicated that those who have 
been “playing” with the marital deduc- 
tion since 1948 will frequently find that 
the husband no longer has a serious 
estate tax problem. His wife will have 
a very serious one if she survives him, 
however. Of course if he survives his 
program will become serious, but this 
is another problem. So more and more 
third party life insurance is being sold 
where the husband takes out insurance 
on his wife’s life to provide for the 
payment of estate taxes on her death. 
Especially is the situation aggravated 
where the wife has a substantial estate 
of her own and still the husband de- 
sires to have his family achieve the 
immediate tax benefit of the maximum 
marital deduction. 

Mr. Spindell finds that a disclosure 
of the entire family picture often shows 
that a grandfather or grandmother has 
a substantial amount of property. Here 
the opportunities for additional sales of 
life insurance are greater than ever 
before. It seems that during the last 
couple of years people are becoming 
more aware of what can be done by 
the proper planning of the ancestor’s 
bg and the by-passing of the chil- 
ren. 

_Mr. Spindell spoke of the frequent 
Situation that arises where insurance 
that might have been thought desirable 
for the family benefit would be needed 
for taxes. Quite often since 1948 where 
the wife has a substantial estate of her 
own, the proper planning calls for plac- 
ing the client’s own insurance on the 
options for the benefit of his wife 
so that she will receive the tax-free 
mcome and for the purchase of life in- 
Surance by the wife on his life to 
Provide the tax money. The mechanics 


for getting the money from the wife’s 
hands into the hands of the husband’s 
executors to pay his taxes are achieved 
by selling some of his frozen or other 
assets to her and she pays the purchase 
price with the insurance proceeds. The 
cash so received by the executors is 
used to pay the taxes. In the event of 
her death before his, her executors and 
trustees are authorized or directed to 
continue to pay the premium when 
the proceeds are received on his death 
to purchase assets from his estate. 


Time for a Change 


Mr. Spindell said that sometimes 
estates, outside of life insurance, are 
not very large and their entire pro- 
gram needs replanning. They have 
passed beyond the family income policy, 
although it is surprising how often that 
policy is continued beyond its original 
purpose, and new intelligent insurance 
planning is required. If the policy- 
holder’s income is substantial, there 
should be a greater use of paid-up at 
65 and retirement income policies. The 
latter will often take the place of the 


educational policies which are no longer 
needed since the children are almost 
through or shave finished college. The 
options very often need to be re- 
arranged. 

“You should not overlook the fact 
that while you use a 20-year certain at 
age 50 to 55, you would want to use 
a 10-year certain at age 60, Mr. Spin- 
dell declared. “But you know more 
about this than I. The only point I 
am making here is that a review of the 
over-all picture of your client and his 
estate will much more often than other- 
wise produce needs for additional life 
insuance that he did not at all fore- 
see and that you did not know when 
you discussed the subject of life insur- 
ance by itself.” 





Herbert L. Mount, Milwaukee at- 
torney, has been elected a director of 
Wisconsin Life of Madison, to succeed 
the late James R. Law. He was formerly 
secretary of Wisconsin compensation 
insurance board and a member of the 
Wisconsin tax commission. 


Early Bird with Jet 
Start; Doctor a Day 
Keep Sales Healthy 


Charles S. Motz, addressing the an- 
nual meeting of Massachusetts Mutual 
leaders club at Quebec, is by his own 
testimony a man who starts fast in 
the morning. He said that before reach- 
ing the office in the morning, he at- 
tempts to make at least three calls, 
taking the prospects’ names from the 
master work sheet which he has com- 
piled the night before. He has found 
that business owners are willing to 
talk early in the morning while the 
junior executives are processing the 
mail. 

When Mr. Motz reaches his office he 
makes appointments and handles cor- 
respondence. He has learned the value 
of luncheon appointments with pros- 
pects and the says, “Always let your 


Provident Life Producers agree--- 


in $ 





packages 





Provident Life Producers say the Provident’s 
programmed package plans give them two im- 
portant advantages: first, each plan is designed to meet a specific need, and 
second, it is presented clearly and simply. These advantages add up to less 
time in preparing material for an interview, leaving more hours to be sperit 
where they count most. 
























































These plans, and others in the Provident’s complete personal protection line, add 
up to both present and future financial security for the Provident Life Producer 
— through a liberal scale of first-year commissions, nine renewals, service 
fees, a non-contributory pension plan, group insurance, and a persistency bonus. 
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prospect know that you intend to talk 
business while at lunch. Actually, I 
seldom attempt to close a sale at a 
luncheon appointment, but attempt to 
set up another interview at the pros- 
pect’s office to bring the matter to 
some conclusion.” 

He spends the late afternoon in the 
office, completing applications, making 
up proposals, studying audits, and dis- 
secting the rate book. At least once 
a week he spends an afternoon making 
calls in outlying towns, utilizing the 
driving time to rehearse the talk and 
to do a little general scheming and 
dreaming. 

At the close of a normal business 
day, Mr. Motz often calls on prospects 
at their homes where he has a chance 
to speak to both the husband and wife. 


Sells Doctors, Young Executives 


At the same meeting, Barry B. Ste- 
phens, life member of the Million Dol- 
lar Round Table, from Los Angeles, 
said he certainly believes that the agent 
should decide upon the type of selling 
he is best qualified to do and the kind 
of prospects he is best qualified to 
move among. He has singled out phy- 
sicians and young business executives 
as his mark, using the estate-planning 
approach. Clients with large estates or 
involved estate problems are directed to 
a qualified and cooperative tax attorney. 


This results in valuable third-party in-to win the prospect over could be de- 


fluence. 

In operating among members of the 
medical profession, Mr. Stephens con- 
tacts at least one new doctor each 
week. He shows a typewritten list of his 


doctor clients to the prospect. Per- 
sonal calls are made promptly after 
lunch or in the late afternoon when 


tiie doctor has completed his appoint- 
ments for the day. First names are 
used as soon as possible. He gains the 
confidence of the doctor’s secretary 
and solicits her assistance in getting 
appointments. When circumstances war- 
rant, he talks with the doctor's wife 
and often finds her helpful in making 
sales. He takes only the prospect's file, 
not a bulky briefcase when calling on 
professional men. He uses “M.D.” in- 
stead of “doctor” in all correspondence 
with physicians. 

Mr. Stephens usually writes a _ pre- 
approach letter before calling on a 
new doctor. For this purpose he has 
engraved stationery, emphasizing his 
name. He says that agents who do not 
have the C.L.U. designation and are 
not Million Dollar Round Table mem- 
bers might well have the foot of their 
letterhead show, “Member of the Na- 
tional Assn. of Life Underwriters.” 

If Mr. Stephens comes across a doctor 
who has had his program reviewed by 
a qualified agent, he withdraws from 
the case, figuring that the time required 
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voted to writing two other doctors who 
need his counsel. 

Mr. Stephens prepares few typewritten 
proposals. He prefers to discuss his 
recommendations from his work sheets 
and finds that this procedure makes 
a favorable impression on the clients. 





Guardian Leaders Club 
Ends White Sulphur Meeting 


An Atlanta agency meeting, staged 
by Manager Holcombe T. Green, J. 
P. Poole, S. M. Gershon, J. E. Norris, 
and E. H. Mattingly, Jr., climaxed 
a three-day meeting of the Leaders Club 
of Guardian Life at White Sulphur 
Springs, W. Va. The closing session 
also included an address by James A 
McLain, president, and Jerome S. Mil- 
ler, New York City. 

A 12-man panel, moderated by War- 
ren M. Pace, assistant agency direc- 
tor, highlighted the second day. Talks 
were also given by Douglas J. Bailey, 
Boston, and T. J. Miles, co-manager 
Tampa. 

Speakers at the opening session were 
Sam Baum, Denver, club president; 
Maurice D. Rosenberg, Jr., Washington, 
D. C., and Frank F. Weidenborner, 
agency vice-president. 








Paul Speicher Memorial 


The annual Midwest Management 
Conference, sponsored by Indianapolis 
General Agents & Managers Assn. and 
scheduled for Oct. 23-25 at French 
Lick, has been designated the .‘Paul 
Speicher Memorial Meeting.” 

The late Mr. Speicher, with Insur- 
ance R. & R. and nationally known as 
an insurance educator, was secretary 
of the managers’ group at the time 
of his death. One of the founders of 
the conference, he always had served 
as its program chairman. 


Heath New Chief Examine; 
of Oklahoma Department 


Neal Heath, senior examiner jp th 
Texas department, has joined the Okla 
homa department as chief examiner _ 

A graduate of the University of Tem 
in 1935, Mr. Heath subsequently served 
as a bank examiner and as general] man 
ager of an industrial life company a 
Houston. He was with the Texas de. 
partment for about 13 years. 





New Group Plan for Cal, 


A new group life and hospitalization 
plan prepared for use in California is 
being offered by Union Mutual Life 
through Swett & Crawford, its Pacific 
Coast managers. It is designed for em. 
ployers with as few as 10 employes, 

Life insurance ranging from $1,009 to 
$2,500 may be taken separately or writ. 
ten with one of two hospitalization 
plans. The two plans include benefit; 
for hospital room, special services, doe. 
tor calls at the hospital, surgical ey. 
penses, x-ray and _ laboratory charges 
and an additional sum for accidental 
injury and polio. One plan pays higher 
benefits without any maternity alloy. 
ance. The other, lower in cost, reduces 
the allowances but includes maternity 
benefits after nine months. 


Ohio Group Life Ruling 


The Ohio attorney general has ruled 
in effect that group life cartnot be writ 
ten on member borrowers of a city 
retirement fund to insure their out. 
standing loan balances. Such a retire- 
ment fund was held not to be a financial 
gai within the meaning of the 
aw. 








American Reserve Life has named 
Clement A. Harr manager for the new 
branch at Lincoln, Neb. He was for- 
merly assistant manager there for 
Metropolitan. 
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Kalmbach Reviews 
Mass. Mutual Gains 


(CONTINUED FROM PAGE 8) 
In order to guar- 








n this quarter. 


frol : f new busi 
antee a favorable volume of new busi- 
ness, he feels that not less than 20% 

igi should come from 


f > production 
pong their first two contract 
years. The percentage for Massachu- 
setts Mutual in 1950 was 18.3%, but 
in 1951 was only 14.7% and was down 
to 14.4% during the first quarter of this 
year. He said this is one reason why 
the company is stressing so strongly 
the recruiting and training of men. 

Mr. Kalmbach stated, As regards 
brokerage business, this is business 
which can be secured at relatively small 
cost to the company, since it involves 
little field expense other than commis- 
sions. There is only nominal promo- 
tional expense and, for brokers, we have 
no office expense, no service or per- 
sistency fees, no training expenses and 
no group insurance. I think it is ob- 
vious that, if we can secure a good 
volume of satisfactory business at lower 
than average cost, the result will be 
beneficial to the company and will give 
us greater margins for additional bene- 
fits to our own full-time men and for 
dividends to policyholders. However, I 
can assure you that we have no in- 
tention of changing the general char- 
acter of the company by placing over- 
emphasis on brokerage business.” _ 

The Massachusetts Mutual president 
observed that, excluding pension trusts, 
the average size new policy in 1951 was 
$7,730, the highest in the company’s 
history. He termed it surprising as well 
as disturbing to find that, by including 
new pension trust business, the average 


» size new policy was reduced to $6,658, 


which he termed one of the problems 
relating to this class of business. He 
noted that the favorable average size 
of new policies was obtained in 1951 
despite the fact that the percentage of 
term business issued last year was at 
a relatively low level. 


Results of Defense 
Spending Cuts Told 


(CONTINUED FROM PAGE 9) 








crowded suburban areas of, say, New 
York City, Chicago, or Detroit. 

An important factor affecting the need 
for life insurance, Mr. Johnson ob- 
served, is the increase in average size 
of families. For many years this country 
had a deadline in the number of children 
per family. Then, about 10 years ago, 
the trend went the other way. Couples 
married in the last decade show a much 
higher percentage of second, third and 
fourth born children. It is not entirely 
clear what new factors are operating to 
cause this change but the high level of 
employment seems to be a factor. 
More Want College 

Not only are there more children per 
family, but an ever-increasing part of 
the population want their offspring to 
go to college, Mr. Johnson pointed out. 
This of course enhances the need for 
life insurance. 

A challenge that the life insurance 
business will have to meet in keeping 
pace with increased income levels in the 
population is in how to appeal to the 
people who are experiencing a_ sub- 
stantial increase in their standards of 
living because their incomes, in spite of 
inflation, have so far outrun their former 
level of living expenses. The man who 
now earns $7,000 when he used to earn 
$3,000 doesn’t spend as much as the fel- 
low who has been earning $7,000 right 
along. To a casual observer he may 
seem to be splurging because often he 
puts some of his extra cash into some- 
thing conspicuous like a flashy new car 
or a fur coat for his wife. But habit dies 
hard and if left to his own devices he 
will probably never reach the spending 
level for routine living expenses that 
the man who has been earning that 
amount of income regards as routine. 


All this means, said Mr. Johnson, that 
in order to overcome the inertia of this 
class of buyer toward life insurance, 
his different background must be taken 
into acount and the sales appeal framed 
and directed accordingly. The fact that 
savings bank deposits have been in- 
creasing so heavily appears to bear out 
the surmise that the newly prosperous, 
lower-middle income group, unlike most 
other segments of the population, ac- 
tually has more money than it knows 
what to do with. 

It must be remembered, said Mr. 
Johnson, that even at 1941 prices a 
family with an income of less than $2,- 
000 a year—and these constituted at that 
time almost two-thirds of U. S. families 
—had very little money to spare. But 
as they move up the income ladder the 
share of their income available for dis- 
cretionary use increases very markedly. 
These are the people that have been 
helped by inflation, regardless of what it 
has done to people with fixed incomes. 

Mr. Johnson suggested that the life 
insurance business should train its sights 
particularly on the middle income 
group—the people who have money to 
spare even though they might not seem 
as if they ‘have. It might be, he said, 
that the companies should think more 
about mass merchandising media. Per- 





Four New Mutual Life Vice-presidents 


A. C. Webster 


Woodward 


D. B. 








E. H. Wells 


c. B. 


Reeves 


These four officers of Mutual Life have been elected to vice-presidencies. Andrew C. 
Webster, manager of selection, was elected a vice-president for selection. Edward H. 
Wells, actuary, becomes a vice-president and actuary. Donald B. Woodward, second vice- 
president, has been made vice-president for research. Clifford B. Reeves, second 
vice-president, has been elected vice-president for public relations. 











haps television would be a good avenue 
because TV sets are widely owned by 
middle to lower income families, while 
the advertising message goes right into 
the home, often at a time when the 
family is gathered together, which is an 
appropriate time to hear about family 
protection. 


HALLIE C. MOORE, 42, with Life of 
Georgia at Brunswick since 1947, died 
of a heart attack at the opening session 
of the company convention at Old Point 
Comfort, Va. 

GEORGE F. ABBOTT, 76, Metropolitan 
Life department supervisor until 1929, 
died at his home in White Plains, N. Y. 
He had been with the company since 
1901. In 1929 he became inactive because 
of ill health and retired in 1940. 








ROFITS 


Join National Reserve Life, and be a part of our 


big expansion program — and you will have the 
opportunity of creating profits for yourself. 


Attractive, worthwhile territory is now available. 


Our tested and efficient Sales Training Program 


will help you achieve top earnings. 


Write today for complete, confidential informa- 


tion. 
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“How Are You Doing?” Interview Helps 


(CONTINUED FROM PAGE 2) 





underwriter doesn’t feel he has had a 
chance to discuss his situation fully with 
a sympathetic listener, the interview 
may well do more harm than good.” 

For whenever the agent thinks of his 
manager as being interested in him only 
as a source of profit, the gap between 
them that may have started out small, 
becomes wider and may possibly never 
be closed. The manager must be con- 
stantly on the alert to ‘be sure that this 
sort of gap is not developing. 

“On the other hand,” Mr. Worthing- 
ton pointed out, “when the field under- 
writer is convinced that anything his 
manager asks him to do is for his, the 
field underwriter’s, best interest, it cre- 
ates an agency atmosphere that is en- 
tirely different than that which exists 
when field underwriters feel that the 
manager’s only interest is in advancing 
his own objectives. 

“It is extremely important to have 
these ‘how are you doing’ interviews 
scheduled for definite times. Otherwise, 
if a manager relies only on his memory, 
he may forget how long it has been 
since the last time he held such an inter- 
view with a particular field underwriter. 
The interviews can be spread out 
through the year but there should be 
a definite schedule for them.” 

There should also be a folder for each 
man with pertinent information for the 
manager to use at these interviews. A 
big purpose, of course, is to sustain the 
field man’s interest in the business, the 
company.and thé agency. He had cer- 
tain reasons for joining the agency when 


he first entered it and those reasons 
should become stronger instead of weak- 
er with the right kind of direction. 

The stage should be properly set for 
the “how are you doing?” interview. 
The manager should set aside an un- 
interrupted period of perhaps as much 
as half a day. As a means of showing 
his own attitude toward the importance 
of the interview, he would do well to tell 
his secretary to see that they are not 
disturbed during the interview by visi- 
tors or telephone calls. 

The manager may start out by saying, 
for example, “When we first talked about 
this on April 1, 1946, you were certainly 
fed up with the paper business, and 
were enthusiastic about your new career 
with us. How do you feel now?” 

“Of course,’ Mr. Worthington added, 
“if the field underwriter acts even more 
enthusiastic about the business than he 
was when he entered it, it makes the 
manager’s job easier and gives him 
something to go on. Naturally, there 
will be some touchy points but the 
manager must get these out into the 
open. If the man won’t open up, that 
in itself is a danger signal and indicates 
that the manager had better get busy 
and do everything he can to get the 
man back on the right track.” 

A question that is particularly impor- 
tant in the first or second year of a 
man’s career is what his wife thinks 
about the business. For example, an 
agent may say that “she didn’t see me 
much when I used to have that travel- 








(GUARDIAN 


cmpnialilales 
fil wissocrrles 


CH achioving CWP 


BILLION DOLLARS 
OF INSURANCE 
IN FORCE 










FIRST 





ff 








=> 


———i 














GUARDIAN 
Ge Lnsunanee Company 


FIFTY UNION SQUARE 
NEW YORK 3, N. Y. 





She 




















ing job but now she hardly sees me at 
all, with all these night calls.” 

This calls for action on the manager’s 
part or he may find his agent’s morale 


to press him to get much above that 
class. Instead of stimulating him the 
pressure may just irritate him. Needlin 
doesn’t work on these men. 8 


suffering. ; : : The manager has to find out what 
One course is to say something like makes the agent as an individual Tespond 
this: and help him to translate productioy 


“Your wife is like a doctor’s wife when 
he is starting to build a practice.” Then 
the manager goes on to cite someone 
like Kenneth Lake of Home Life’s Salt 
Lake City office who has made no night 
calls in more than four years and has 
most of his interviews in his own office. 
This leads to a suggestion that many 
calls that would otherwise be made at 
night can be handled by arranging with 
the prospect to drop in to see him toward 
the close of work, thereby leaving the Keeping a file folder for each agent 
evening free for both prospect and agent. is important because it enables the 

This comparison of the agent’s wife manager to talk in specitic terms rather 
with a doctor’s wife is important be- than generalities when he is talking With 
cause most wives understand what a his field men. He should keep notes op 
doctor’s wife is up against when he is what he talks about so he can refer to 
starting practice and most people look them in succeeding interviews. 
up to the doctors in their communities. “For example,” Mr. Worthington said 

Mr. Worthington explained that Home “if anything was ever mentioned to the 
Life has for many years used the field underwriter about management 
planned estates method of programming opportunities the manager had _ better 
in which the agent interviews the pros- be sure that the matter doesn’t go by 
pect to determine his financial objec- default, even though the man seems to 
tives and then shows him the solution lack management potentialities. If the 
to his problem. The manager can apply manager conveniently forgets to bring 
the same technique with his agents. His it up, the field underwriter’s reaction js 
aim should be to encourage the man to likely to be ‘he isn’t interested in me’ 
talk about his objectives. Figuring up or ‘It was just a lot of sales talk’” ° 
the probable costs of these, it may be If the agent definitely appears to lack 
that the manager will point out to him managerial ability, then the manager 
that_ his current activity pattern will had better, after gaining his confidence 
result in his falling short by about 20% tell him frankly what the situation is 
for the year. “Every three months is about the best 

At the same time, the manager has time for holding these ‘how are you 
to use a good deal of judgment in talking doing?’ interviews,” Mr. Worthington 
with moderately successful men who said. “It is not easy to get such a pro- 
could do a lot better than they are doing. cedure under way and it may even be 
For example, a man has all the qualifi- difficult for many managers to take a 
cations for producing 100% more than genuine interest in the personal financial 
his present production—except ambition. objectives of their field underwriters but 
He is satisfied with what his present results in Home Life agencies have 
earnings will do for him and the manager shown that it is very much worthwhile 
may merely create a problem by trying when intelligently pursued.” 


goals into his personal dreams and ambj. 
tions for himself and his wife. It migh 
be a summer cottage at the shore fo 
his family, or sending his boy to a good 
college. 

In all these things, the manager will 
probably have not only to visualize th 
objective and the enjoyment that would 
result from it, but figure out the cog 
in dollars and present this definite goal 
to the agent. 





YOUR ROLE 


The part that Life Insurance funds and other 
. savings play in the economy — the essential 
role that policyholders and other savers have 
in expanding America's productivity — needs 
to be fully recognized. Today, as always, their 
savings are the dynamic force upon which the 
continuing strength of America's economy 
depends. 


Life Insurance plays a vital role in the great 
economic drama of our nation — each and 
every policy owner has his part, be it great or 
small, and you, the Life Underwriter, have the 
leading role. Are you able to carry your part? 
To be thoroughly qualified, a connection 
where the home office is truly a partner in 
your partnership will be of the greatest value. 
Interested? Then you will find it pays to be 
friendly with 











PEOPLES LIFE INSURANCE COMPANY 


‘The Friendly Company’’ 
Indiana 
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Fears Life Selling 
Lacks Appeal Today 


(CONTINUED FROM PAGE 3) 


laugh by his jocular remark that he 
has a conference room in his agency set 
aside for agency vice-presidents to use 
in recruiting general agents. _ F 
Ww. P. Worthington, executive vice- 
of, "i Ty Ls 
president of Home Life of New York, 
said Mr. Marsh had uncovered some 
problems although he did not agree 
that the agent’s prestige was at a 
new low but felt it had gone up greatly 
since 1938. He expressed concern over 
the danger of companies being lulled 
into complacency and letting the agent’s 
prestige decline in the next 10 years 
because of complacency over increases 
in business. 
Easy as Ever to Fail 

“It is just as easy for the unfit agent 
to fail today as it ever was, in spite of 
easy selling conditions,” he remarked. 
As for difficulty in getting recruits, Mr. 
Worthington said that in 1945 Home 
Life could get college trained men for 
$175 a month but now the rate is 
around $265 and it is hard to get many 
even at that price. 

“We realize that changes have taken 
place but I wonder if many are not 
trying to put on new organization on 
the same basis as in 1945 without fully 
realizing the competition,’ he said. “I 
wonder if the problem isn’t to make 
the new man’s job as attractive as it 
was in 1945.” 

Emphasizing the increased cost of 
everything, Mr. Worthington pointed 
out that when a new car costs at least 
around $2,000 it is obvious that $1,500 
won’t buy the same car that it did in 
1945, and the same holds true of sales- 
men. There is danger that life insur- 
ance will get just the “used” salesmen, 
the type that other lines are not in- 
terested in and perhaps this may re- 
sult in slipping back to the type of 
agents that were recruited in the early 
1930s. At the same time, he warned 
that it is misleading to compare auto- 
mobile and appliance salesmen with 


FRATERNALS 


Bury W. J. Wilson, Director 
Protected Home Circle 


William J. Wilson, director Protected 
Home Circle since 1947, was buried 
recently at Cleveland. Attending the 
funeral were Joseph Spencer, president; 
Frank B. Mallett, vice-president; L. D. 
Lininger, secretary; Dr. William G. 
McLaughry, medical director; Ira B. 
McNeal, general counsel, and Joseph 
Nelson, assistant secretary. 

Mr. Wilson had been with the society 
46 years as treasurer Wilson Circle, 
Cleveland; president Grand Circle of 
Ohio, and chairman ritual committee, 
Supreme Council. 


Plan Home Office Building 


Lutheran Brotherhood will construct 
a two to four-story home office building 
at Seventh street and Second avenue, 
Minneapolis. Property for the building 
was acquired several years ago. Con- 
struction will provide for addition of 
other stories. 

















Milwaukee Fraternal Life Underwrit- 
ers Assn. heard a talk by Roe Walker, 
assistant superintendent of agencies 
Northwestern Mutual Life. 


Catholic Order of Foresters has with- 
drawn from New York. 





THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
4 Legal Reserve Fraternal Benefit Society 


Agnes E. Koob Dorothy H. Needham 
Supreme President Supreme Secretary 








Port Huron, Michigan 








a life insurance agent because the latter 
has a deferred compensation in his 
renewals whereas the others haven't. 

The business should not be unduly 
concerned about turnover, said Mr. 
Worthington, since there is always 
bound to be some. However, he de- 
plored particularly the type of turn- 
over that results because the manager 
or general agent’s contract is so drawn 
that he makes more money out of high 
turnover. He mentioned one successful 
manager who is making a lot of money 
and the average duration of his sales- 
men is 60 days. 

This turnover rate may seem _ high, 
he said, but if you look at the manager’s 
contract that is how he makes the most 
money and consequently his company 
should be happy about it because that 
is how it planned it. 

There is much interest in investments 
but Mr. Worthington asked if the bus- 
iness is not unconsciously downgrading 
one of its biggest investments by not 
showing more awareness of today’s 
conditions in dealing with its agency 
force. 


DOWELL'S DATA 


Dudley Dowell, New York Life’s 
vice-president in charge of agency af- 
fairs, cited L.I.A.M.A. figures showing 
that for 46 companies there has been 
a drop in recruiting from 6,500 to 
5,400 or 17%, in the last two years. 

Mr. Dowell said that in recruiting 
it seemed that the past is repeating it- 
self: When life insurance is easy to write 
it is very difficult to recruit men. He 
pointed out that of the 6,500 recruited in 
1949, 1,300 or 23% had been agents of 
other companies and quoted a state- 
ment by Rains Wallace, L.I.A.M.A. 
director of research, that this amounts 
to “doing each other’s laundry.” There 
has been about a 20% increase in this 
“laundry business” in the last two 
years, Mr. Dowell said, and added that 
“rank proselyting” has hurt the pres- 
tige of the business. 


Not Enough Outlets 


There is no question but there are 
not enough outlets for the sale of life 
insurance and that premium income has 
not kept up with national income. He 
pointed out that in 1930 New York Life 
had 70 million full-time agency con- 
tracts, or one for each 14,000 popula- 


Worry KILES People 


The way American United figures it, there is enough 
for a man to worry about nowadays, without adding 
sales pressure to all the other things pushing him. 
Not only that, but we discovered that folks work 
better in a relaxed atmosphere, when they are being 
helped instead of pushed. 

This help consists of recognizing human values, 
meeting the problems of the field with understanding, 
recognizing the value of quality business over mere 
volume, designing practical sales tools a man can 
actually use, inviting suggestions from men on the 
firing line—and acting on them. To put it another 
way: “being small enough to be human”. 

As you know, American United IS small enough 
to be small and big enough—on its 75th birthday in 
1952—to enjoy the advantages of bigness, too. 

















tion, whereas in 1950 there were only 
33 million full-time contracts, or one for AMERICAN UNITED LIFE INSURANCE COMPANY 
aye Co hgee agen ee ieee HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
g vo 5 
better service than the 1930 agent, INDIANAPOLIS, INDIANA 


Mr. Dowell said nevertheless it was 
not enough better to offset the decline 
of more than 50% in the agency force. 
Part of the decline, he said, is due to 
the wider use of career contracts and 








a more realistic understanding of the 
number of men a manager can efficient- 
ly handle, and also to the elimination of Assets over $47,000,000 © Insurance in Force over $215,000,000 
many marginal agents. However, Mr. TEEREASBEE2Z: 
Dowell feels the point of diminishing 
returns has been reached and “it is 
about time to do some aggressive re- ‘ Ms 
cruiting.” 8 ey 

He said 11 of New York Life’s man-| fA WHAT'S YOUR WORTH? 
agers hadn’t had a serious recruiting 3 
interview in the last three months. . How good do you think you are? How much do you think you're 
, worth? Simple questions, but they reflect your attitude toward 
. everything that affects your life and the lives of the members of 

As an example of what can be done by | S#¥ your family. Men who think big can be big — given the right 
aggressive recruiting, Mr. Dowell said | § . opportunity. 
that the company’s Washington, D.C., | & 
agency at the end of 1947 ranked 30th 
in production in the country with $7,- 
600,000 for the year. Late in 1948 the 
company put in a manager who was a 
good recruiter and a skilled trainer and 
supervisor. The agency was in ninth 
place at the end of 1949 with $13,195,000 
production and by the end of 1951 was 
in sixth place, while as of March 31, 
1952, it ranked second in the company 
ec ay producing at the rate of $18 ~" x , gprP : 
million a year. -n e ise R. B. RICHARDSON, Pres. 

Mr. Dowell stressed the fact that ‘ y LEE CANNON, Agency V. P. 
agents appointed in 1950, 1951 and the = see oe ; 
first three months of 1952 are respon- , 
sible for more than 32% of the agency’s 
volume. Write or wire: Western Life, Western Life Bidg., Helena, Montana 


a, 





Cites Aggressive Example 


If you feel that you have real sales ability and can prove it — 
if the idea of more money, faster advancement and greater recogni- 


tion appeals—then let’s talk it over. With a scale of compensation 
considerably above average, plus vested renewals, plus pension plan, 
Western Life offers excellent opportunities to men who can qualify 
as General Agents. Write, wire, or phone us without delay. 
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Variety of Topics 
Discussed by L.1.A. 


(CONTINUED FROM PAGE 1) 





putting a tax penalty on various invest- 
ment practices. 

William Bradshaw, vice-president and 
general counsel of Provident Mutual, 
reported for the companies’ committee 
named to represent the life companies 


interest at the Heller subcommittee 
hearings. 3 
Alexander Query, associate general 


counsel of Prudential, said five Pruden- 
tial borrowers testified that privately 
placed ioans worked out especially well 
for small businesses. 

Congressman Bennett of Michigan, 
said Mr. Query, pressed the question 
of the resale value of privately placed 
securities. He wanted to know if lack 
of registration would deprive the buyer 
of S.E.C. protection. However, it was 
emphasized that a life company goes 
a lot deeper into the merits of a loan 
than would the S.E.C. which is pretty 
much limited to enforcing compliance 
with registration requirements. Also, 
after a lapse of perhaps 10 years or so 
any value to S.E.C. registration would 
have evaporated and might even be mis- 
leading. 

F. W. Ecker, executive vice-president 
Metropolitan Life, told of conferences 
with the Treasury at which the life com- 
panies’ committee brought out that the 
companies would have about a billion 
dollars for the rest of 1952 over and 


above their commitments and the re- 


quirements for their mortgage programs, 
of which perhaps half might be con- 
sidered available for lending to the gov- 
ernment, : 

Morton Boyd, president of Common- 
wealth Life, stressed the cordial atti- 
tude of the Treasury people. He said 
the committee pointed out that life 
agents couldn’t be expected to take any 
large part in selling bonds to the pub- 
lic, since they have to earn a living. 
and the present crisis was not such that 
they should be called on to abandor 
their own businesses. The suggestior 
was made that the government might 
hire salesmen to sell its bonds. 

State supervision of insurance and the 
Reed-Keogh bill providing for special 
tax treatment of retirement funds es- 
tablished by professional groups, were 
scheduled for discussion but were not 
reached because of shortage of time. 


HeNATIONAL UNDERWRITER 


attention of some of the more vocal 
members of the agency force. 

Asked by Eugene M. Thoré, L.IA. 
general counsel, who acted as moder- 
ator, how the company organizations 
and the agents’ associations were getting 
along, Mr. Davidson said that he felt 
cooperation on legislation between N.A. 
L.U. and the companies’ group has been 
excellent. John Marsh, general 
agent of Lincoln National Life at Wash- 
ington, said that a new era in agency 
relationships between N.A.L.U. on the 
one hand and L.I.A. and American Life 
Convention on the other had emerged 
and he expressed the hope that this 
relationship would be fostered and con- 
tinued. 


Needs More Attention 


W. Rankin Furey, vice-president of 
3erkshire Life, said that the companies’ 








Itself to Field 


(CONTINUED FROM PAGE 1) 





amount of detail work yet I don’t really 
believe that compensation-wise we are 
recognizing what the agent is doing.” 

Mr. Davidson feels that recognition 
should be given to compensation from a 
service standpoint over a long period 
of years. 

There are certain features of a com- 
pany’s relation with its agents, such 
as vesting of renewals, that should be 
particularly studied, he said, because 
they tend to become focal points for the 









helps field men 
advance faster with the 


SOCIAL SECURITY CALCULATOR 





Targets social secur- 
ity benefits in a jiffy. 
Easy to use. No pen- 
cil needed. Computes 
both old and new 
: benefits. 














ae 
More power to men in the field”... 


that’s the purpose of General American’s great 
array of selling tools. General American Life offers 
more visual selling aids to help field represen- 
tatives to greater success. You plan better, close 
faster, and enjoy more ‘satisfaction in every sale. 
That is one of the ways General American backs 
up the efforts of men in the field. 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 


ST. LOUIS, 





MISSOURI 


Company Must Sell | ‘3 


, not enough on the agency force. 


preoccupation at the top management 
has been too great on actuarial, 
medical, and investment subjects and 

“The greatest single problem is the 
agency forces,” he said. “You’ve got the 
greatest pool of management brains in 
America but it’s not putting enough 
time on agency matters.” 

Mr. Furey said he discerned a trend 

back to part-timers and brokerage busi- 
ness. 
Dudley Dowell, vice-president New 
York Life, mentioned seven ways in 
which New York Life has brought about 
improvements as a result of a study it 
made in 1945: product revision result- 
ing from research; greater prestige for 
agents resulting from advertising copy 
that builds up the agent’s role; higher 
compensation through contract changes; 
‘mproved selection of men through more 
ise of aptitude testing; good training, 
iualified assistants; and the opportunity 
to discuss marketing problems with the 
nanagement. 


Peerless Control of United 
L. & A. Is Challenged 


(CONTINUED FROM PAGE 1) 


United Life & Accident to Ohio Na- 
tional Life. 

In 1949, a group headed by Hugh F. 
Dickson of Atlanta, and the late Frank 
L. McNeny of Dallas, undertook unsuc- 
-essfully to secure control of United L. & 
A. They had entered a purchase agree- 
ment for 4.128 shares of United L. & A. 
that were then held by Shenandoah Life 
of Roanoke and United L. & A. had 
to defend itself in a court action that 
was brought by Shenandoah to secure 
the United L. & A. stockholders list. 
Shenandoah won that issue. During 
that litigation there was testimony that 
the book value of United L. & A. stock 
was $120 a share although it was being 
traded at about $35. 

The block of 6,000 odd shares that 
Mr. Dickson had acquired for himself 
and others was subsequently acquired 
by A. C. Allvn’s client, Mr. Henrickson 
said, and Mr. Dickson is now com- 
pletely out of the picture. 

Mr. Hanna and Richard C. Carrick, 
president of Peerless Casualty, an- 
nounced that Peerless has agreed to 
buy all United L. & A. stock that is 
available for purchase on or before 
Tune 16. The A. C. Allvn offer expires 
Tune 12, but if control is obtained, the 
A. C. Allyn client will continue to buy 
all stock there is offered at $187.50 a 
share, according to Mr. Henrickson. 








Review Accountant's Part 


| The accountant’s place on the team in 
|/handling tax and estate matters for 
|clients will be discussed at a dinner 
|meeting of Milwaukee Life Insurance 
|& Trust Council June 9 by John G. 
| Conley, C.P.A. and an attorney, who its 
'a council member. 


‘Review B.M.A. Progress 
| Progress being made by Business 
|Men’s Assurance was reviewed at a 


| meeting of about 80 home office asso- 

|ciates, including W. T. Grant, chair- 

|man, and J. C. Higdon, president. 
This is the second year the company 


has held such meetings and it is felt they 
help develop a broader knowledge of 
operations. All who attend  receiye 
monthly reports of financial operations 
from which individual analyses ang 
suggestions are made. 
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COATES, HERFURTH & 
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ILLINOIS 


CARL A. TIFFANY & CO, 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 

Telephone FRanklin 2-2633 a 























Harry S. Tressel & Associates 
Certified Public Accountants 
S. La Salle St Chicago 3, Ilinols 
aia Telephone FRanklin 2-4620 
‘ “Ave. H. Gillette, C.P.A. 


W. P. Kelly 
Rebert Murray 
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INDIANA & NEBRASKA 


Haight, Davis & Haight. Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 























NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 
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NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Weolfe, Corcoran & Linder 
11@ John Street, New York, N. Y. 
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FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
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B ou've got to pitch a strike 
































iS s 
4 every time! 
Ty Une: 

= 

S 

mar L. baseball, the pitcher has a 

ates | margin for error. He can throw three 

ae bad balls and still get his man. 

mi In selling life insurance, that margin 

—— doesn’t exist. Throw the prospect 

SKA one bad pitch and you’ve lost him. 

a Pitching that constant strike takes 
sound salesmanship. More than 

ent that, it takes timing, control, heart 
and skill—plus knowledge of 

itis: your prospect and product. . 

winieiadl Today’s career life underwriter is 

EN constantly alert to these success 
factors. With the help of his Home 
Office, his C.L.U. study, and his 

ay L.U.T.C. training, he is constantly 
improving his ‘‘pitches’’—and doing a 

ai better job than ever before. 

i 
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Each of us in the life insurance 
business has a continuing 
responsibility: to render pro- 
fessional services to the millions of 
free Americans who stand to 


benefit by our counsel. Let us 


not, neglect our responsibilities LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 


and our opportunities. 


























When your client considers 


GROUP INSURANCE 


it will pay him to consider 


NEW YORK LIFE 


If your client’s company is considering new Group 
Insurance or the extension of an existing employee 


benefit plan, there are many practical reasons for A complete line of group coverages! 
considering New York Life — in terms of cost, 


coverages and claims service. New York Life group coverages are spe- 
cially designed to provide each particular 
insured group with adequate benefits at low 


New York Life offers modern, flexible group con- 
cost. These group coverages include: 


tracts fitted to each employer’s individual needs 


... liberal benefits ... low cost . . . and coast-to- 

é : Group Life Insurance. 
coast service across the United States and Canada. P 
Group Accidental Death and Dismember- 


This combination is prompting many leading 
ment Insurance. 


companies to select New York Life as their Group 


Group Weekly Indemnity for Loss of Time 


Insurance carrier. 
Due to Accident or Sickness. 


If you are an agent or broker interested in selling Group Hospital, Surgical and Medical Ex- 
pense Insurance with supplementary cover- 


ages for both employees and their depen- 
dents. 


group insurance, ask New York Life to design a 


group plan to fit your client’s organization. 


For Banks, Trust Companies, Finance Com- 
panies and other lending or credit institu- 
tions, New York Life has available Creditors 
Group Life Insurance which is low in cost 
and easy to administer. 


NEW YORK LIFE 
INSURANCE COMPANY 


31 MADISON AVENUE, NEW YORK 10, N. Y. 





Inquire today about New York Life’s Group Con- 
tracts and Service. Ask to be included on the mail- 
ing list for “Group News from New York Life.” 











A MUTUAL COMPANY FOUNDED IN 1845 











